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Tor RADIO 
Dry Cell Tubes 


The Columbia Ignitor Dry Cell, 
for over thirty years the world’s 
standard of dry cell quality, is now 
giving the same satisfaction in a 
new field—Radio. 


When the Radio Dry Cell Tube 
was introduced, its immediate pop- 
ularity extended the Columbia Dry 
Cell market. Dealers should not 
overlook the opportunity presented 
by this new field for increased sales. 








Urge your dealers to display 


Columbia Ignitors prominently for 
Radio use, and order sufficient 
stock from you to meet this de- 
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Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New York, N. Y. 
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— they last longer 
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With the Editor 


os cultivation of the deal- 
er in a manner to make him a 
real merchant has been carried on by 
the Newark Electrical Supply Co. in 
the state of New Jersey. In the next 
issue a detailed account of how this 
work is planned and executed will be 
given by O. Fred Rost. 


x * x 


HERE are 30 to 35 thousand 

hardware dealers in the United 
States. A large portion of them carry, 
electrical appliances to some extent. 
We have just completed an investiga- 
tion among these dealers and have 
reports from a large number dis- 
tributed widely over the country. 
How much in the way of electrical 
appliances they sell in a year, whom 
they buy from, whether electrical 
jobbers’ salesmen are calling upon 
them regularly and other information 
of a like nature has heen secured, 
which is very interesting. This will 
be compiled and presented in an 


early issue. 
oe ~ ~~ 


ANY will remember the article 

published in August under the 
title “The Jobber’s Place in the Sun”. 
This gave accurate statistics in rela- 
tion to the jobbers’ purchases of 46 
key products in 1923. A somewhat 
similar investigation has been carried 
on in the past few weeks to ascertain 
the sales of electrical appliances dur- 
ing 1928 (last two months of 1923 
estimated). Returns now in indicate 
that there has been a healthy growth 
in the appliance business this year 
over last. Most of the jobbers state 
that the importance of the electrical 
appliance business to the jobbing in- 
dustry is increasing as time goes on. 
The results of this investigation will 
be made known in the January issue. 
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Notice the Lightne © Equipment” 


CHICAGO 


HOTEL SHERMAN 


_ganvaity 21-26.1924 


r Fifth Lighting Equipment | 
4-dnnval Market. Conve ntion 


Ss BY 


JOBBERS’ SALESMEN 


To greatly increase your next years’ business,'"get your customers to attend the 
Market and use” the Slogan. 


A wonderful panoramic view of the possibility 
of the industry and its products. Just what the 
Fifth Annual Lighting Equipment Market and 
Convention, Chicago, Hotel Sherman, January 
21-26, 1924 will provide for jobbers, jobbers’ 
salesmen and their dealer customers. Informa- 
tion obtained there will assist in giving of expert 
advice on correct lighting equipment. The Mar- 
ket is a real training camp. 


The National Association of Lighting Equip- 
ment Dealers will have their annual convention at 
the same time and place. What a splendid chance 
for your dealers to get information and find dif- 
ferent practices which means dollars and cents in 
their pockets and yours. An educational exhibit 
of great possible benefit will be featured in con- 
nection with their convention. This in itself will 
pay dealers for attending. Get yours to come. 


Gravy for your bread and butter will be that 
billion “Notice the Lighting Equipment” impres- 
sions display which we are going to show at the 
Market. 


Used hundreds of millions of times by dealers 
all over the country whose people are ready to 
notice the lighting equipment. Greatly increased 
sales are resulting. Jobbers and their salesmen 
can do no greater service to themselves and to 
their dealers than to get them to use this wonder 
business accelerater. Talk “Notice the Lighting 
Equipment” in and out of season. It is in employ- 
ment everywhere. 


Of course your dealers must be worthily rep 
resented and that Billion Slogan Displayed. To 
get them on it we must hustle. Space is rapidly 
being filled by constantly incoming letters. Write 
us about it, also in regard to more detailed infor- 
mation on Market and Convention. 


ASSOCIATED LIGHTING INDUSTRIES 


233 Gordon Square Building 


Cleveland, Ohio 


CHAS. H. HOFRICHTER, Secretary and Business Manager 


How many from YOU? 


ONE BILLION IMPRESSIONS 


‘Notice the L Lighting E Equip jpment” 
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Editor’s Page 


Credit Men As Business Builders 
1* the past, credit men have been generally 

regarded as money savers rather than money 
makers, and looked on by the salesmen in the 
light of opposition rather than co-operation. 
The movement to bring about a trinity of good 
will between credit men, salesmen and custom- 
ers is not a new one, but progress has been 
necessarily slow. | 

So said E. W. Shepard, general credit man- 
ager of the Western Electric Co., in his address: 
“Our Opportunity in The Business,” at the 
twenty-eighth annual meeting of the Electrical 
Credit Association, Central Division, at Hotel 
La Salle, Chicago, November 20. He went on 
to say that in discussing ways and means for 
increasing business, the talk is usually of water- 
power, transmission, greater gross profit or 
faster turnover, to the exclusion of credit policy 
as a road to more business. 

All classes of buyers may be divided into two 
major groups. In one group are the users— 
schools, industrials, governments, etc., who buy 
material for their own plants. In the other 
group are all those who buy for resale. Mr. 
Shepard points out that the users are nearly 
always prompt pay, while those who have to 
merchandise the goods are woefully backward, 
at least so far as electrical dealers are concerned, 
this class being responsible for 75 per cent of 
electrical credit losses. 

Credit progress received a setback from the 
war. The year 1920, when all were making 
money without sales effort and all credit was 
good, was followed by a’ period when everyone 
let down hard. Liberal credit habits, formed 
while times were good, played havoe during 
the hard times that followed. This meant be- 
ginning almost anew in helping the dealers to 
be better business men. 

Mr. Shepherd thinks one of the worst evils 
against dealers’ credit, chargeable to the sales 
end is overloading. In the case of a small dealer 
the result is quite often disastrous. With larger 
firms it may not put them out of business, but 
it will mean a loss all around. For instance, a 
salesman overloaded a responsible firm, the 
goods remaining on its hands indefinitely. The 
man who actually bought the goods was reduced 
to the ranks, his firm lost money and the jobber 
lost a lot of valuable business and good will. 

Summing up, action towards better credit 
should be preventive rather than curative. A 
lealer cannot be inoculated with success but his 
vecount should not be allowed to reach the 





danger point. Mr. Shepard believes the credit 

man should know his customers so well that they 

will come to him with their problems, leaving an 

opening for constructive education and advice. 
* * * 


When One Orator Compliments 
Another 

After David Sarnoff, of the Radio Corpora- 
tion of America, had made his remarkable 
address at the Buffalo meeting of the Electrical 
Supply Jobbers Association, the next speaker 
on the program was Frederic P. Vose of Chi- 
cago. Mr. Vose is himself a polished orator 
and he paid tribute to Mr. Sarnoff, the man, 
and “So sweetly was his tongue speech fash- 
ioned that men trowed his every word.” When 
one orator pays compliment to another it is 
edueation to listen carefully. Here is what 
Mr. Vose said: 

“Mindful of the remarkable programs that 
have been presented by the Electrical Supply 
Jobbers Association during the years of its 
useful service. to the industry, I am not wide 
afield when I venture this assertion: Never 
before have its members listened to such a re- 
markable address as that which fell from the lips 
of the man who has just left this platform. 


“The thrill and romance of his story, the 
graphic coloring of his picture, makes by com- 
parison the Arabian Nights a sad and faded 
sketch. 

“This remarkable infant, Radio, caused an 
added experience of keen emotion the other day 
when MacMillan and his party of Arctic ex- 
plorers radioed down this message: That they 
were 11 degrees south of the Pole, their ship 
frozen in. It was stormy weather and below 
zero. That Sunday they listened to the sermon 
and singing in a service held in Council Bluffs! 


“That incident, plus what has just been 
uttered by the preceding speaker, forecasts a 
new day when all the nations of earth shall be 
united in brotherhood. Let me say this further 
word, that springs to mind instinctively after 
hearing your last speaker: America’s greatest 
asset today is not in her material things; rather 
it is found in the men, women and children who 
constitute her citizenship. 


“The remarkable career of this young man, 
spurred as he has been by necessity, has given 
him a super-college training. As a Master of 
Arts he has clearness of vision, logic of thought, 
felicity of utterance, and is an eleventh day 
marvel of manhood!” 


e 
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CorristMas GREETINGS 
Christmastide we pause 
from our labors to con- 

1 tribute to. the gladness of 
the season. It affords us 
pleasure to greet old 


friends, cement new 


=Sj friendships, and think 


a te of all may aS - a a" ¢ 


if We take occasion at this time to render grate- 





ful acknowledgment to Jobbers Salesmen for 
their appreciation of our products and for their 
splendid co-operation, without which we could 
not have attained a worthy measure of success. 
#¢,To these Jobbers Salesmen and all our friends 
everywhere, we wish a Merry Christmas and 


a Happy New Year. 


WM. J. BECKER, 
PRESIDENT 


The Liberty Gauge and Instrument Co. 
6545 Carnegie Avenue :: Cleveland, Ohio 
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A Half Billion Dollar Industry 


That Is What Radio Will Be in the Next Three Years. The Electrical 
Jobber Is Now the Principal Distributor. Will He Rise 
to the Occasion and Fight for His Own? 


HE REAL accomplishments of radio are yet to be 
recorded. 


It is estimated that the public spent in 1922, at 
consumers’ list prices, from $75,000,000 to $100,000,000 


on radio. It is estimated that 
in 1928 it will spend approxi- 
mately $150,000,000. 

For the next few years the 
industry will virtually double 
each year. It is therefore 
reasonable to expect that in 
the next three years it will be 
worth half a billion dollars, or 
more than the phonograph 
business, 

The vacuum tubes alone, 
now used on radio sets, rep- 
resent a business that in dol- 
lars is 20 per cent of the in- 
candescent lamp business of 
this country. 

Among the distributors now 
handling radio it now repre- 
sents 25 to 30 per cent of their 
business. There are in use to- 
day 2,000,000 radio receiving 
sets, in the United States. The 
audience represented by these 
sets is therefore at least 7,- 
000,000 people. 

There are 450 broadcasting 
stations in the United States 
of which 50 are what may be 
termed quality stations. 

Broadcasting is the all im- 
portant consideration. The 
resent large number of sta- 








g %- IS story is a free rendering 
of some of the statements 
made by David Sarnoff during 
the course of a remarkable ad- 
dress before the Electrical Sup- 
ply Jobbers Association in Buf- 
falo, November 15. A new, 
world - stirring invention has 
been made. Its greatness from 
a merchandising standpoint has 
been proved. By natural selec- 
tion the electrical jobber was 
given first place in the plan of 
distribution. Radio is electrical 
and thus far it has been conceded 
that it could be most efficiently 
merchandised through the chan- 
nels of electrical distribution. 
Other classes of merchandisers, 
however, think differently and 
are bidding for the business. The 
electrical jobber can maintain 
his position by a proper appre- 
ciation of the responsibilities in- 
volved. 








tions is probably nothing but a transient phenomenon. 

A new picture is about to come upon the screen—in 
fact it is already beginning to take form. This is a sys- 
tem of super-broadcasting stations—high grade instru- 


mentalities. It is probable 
that in time there will be 
erected 10 or 12—possibly no 
more than three such stations 
in the United States. They 
will be joined in a chain and 
simultaneously radiate the 
same program. All this is in 
the embryo but possible of ac- 
complishment. It would mean 
the raising of the power of 
these super-stations to 100 or 
200 K. W. 

As to supporting the broad- 
casting stations, some say that 
the only solution will be to re- 
quire the consumer, that is to 
say the recipient of the pro- 
gram, to pay, otherwise the 
structure will be built upon 
sand and cannot endure. 

Sarnoff does not believe this 
to be a correct supposition. 
The greatest advantage of ra- 
dio lies in its universality— 
propogation to everyone who 
cares to listen of a program of 
entertainment, instruction and 
culture. 

If the consumer be required 
to pay, then it will resolve it- 
self into “narrow casting’ in- 
stead of broadcasting. Uni- 
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versality—free programs—will permit grand opera to 
enter the slums, when the super-power stations come to 
pass. 


Upon the manufacturer of radio rests the responsibil- 
ity of building apparatus that will stand the test of 
time. 

The distributor in his 
turn must possess him- 
self of sufficient knowl- 
edge, or employ one who 
has such knowledge, to 
know that the products 
that he catalogs will 
stand the test of time. 

The responsibility of 
the distributor in this re- 
spect is greater even 
than that of the manu- 
facturer. There are 
three main responsibili- 
ties of the distributor. 

(1) Handle the prop- 
er lines—good products 
that will stand the test 
of time. The public 
must not be fooled. It 
must trust radio equip- 
ment to do_ specific 
things. 

(2) He must not 
handle too many lines. 
If you are a distributor 
and want to make a 
“clean-up,” give no 
thought to the future and 
do not care to stay in 
the picture it might still 
be done by handling 
anything and everything 
in radio. But that time 
will soon pass and the 
distributor of that class 
will assuredly pass with 
it. For the most part, 
even the _ conscientious 
distributor is yet han- 
dling too many lines. 

(3) The distributor’s 
selling ability :—Sarnoff 
at one time assumed 
that the other fellow 
was a merchandising ex- 
pert. Now he assumes 
that there is no such thing as a merchandising expert, 
and that his judgment is as good as anyone’s. His judg- 
ment says that if the electrical distributor or jobber in 
considering radio looks upon himself in the light of a 
warehouse and credit man pure and simple, however 
right or wrong this attitude may be in the line of staple 
merchandise, then the electrical distributor or jobber 
will not long continue to be the principal distributor of 
radio products. 


ment. 


This is a new, world-moving invention. 
The electrical jobber must recognize it as such and ad- 


Corporation of America. 


He spoke of the brief past and the brilliant future of radio at 
the E. S. J. A. meeting in Buffalo, picturing the super-broad- 
casting stations which will undoubtedly be the next great develop- 
In universality lies the greatest advantage of radio—no 
“narrow casting” but real broadcasting, free programs of enter- 
tainment, instruction and culture, how the equipment is to be 
distributed, were major subjects of his theme. 


just himself accordingly to the conditions as they are. 

He must so organize himself as to handle it in a way 
to keep step with the developments. If he considers that 
the margin is not sufficient, let him present facts and fig- 
ures to the manufacturer, grounded on actual experience. 
to prove that it is not 
large enough, and the 
probabilities are that the 
manufacturer will be able 
to do something about it. 
But the manufacturer is 
not going to. hand out 
greater margins simply 
because the distributor 
would like to have them. 

Ninety per cent of the 
business of the Radio 
Corporation of America 
now goes through the 
electrical distributor — 
and the latter has to date 
done some splendid work. 
Radio is electrical by na- 
ture and that it should be 
sold by electrical men 
and organizations has 
from the beginning been 
the belief of Sarnoff’s 
company and the group 
of interests of which it is 
one. 

But there are others, 
very competent merchan- 
disers, who would like 
and are endeavoring to 
get hold of the distri- 
bution of radio in this 
country: No manufac- 
turer who is now leaning 
backwards in his efforts 
to distribute through the 
electrical jobber, is going 
to come to a position of 
greater equilibrium if the 
electrical jobber does not 
rise to the occasion. 
Continued _ indifference 
on the part of the electri- 
cal jobber is 
going to make the offers 
of outside distributing 
agencies look less attrac- 
tive to say the least. Once 
these outside agencies get a taste of this business th 
position of the electrical supply jobber is going to be ver: 
seriously threatened. 


not 


In relation to standardization of receiving sets, 
Sarnoff says that his company has not been asleep a' 
the switch. While there is no definite announcement t: 
be made at present they have been working toward a 
reduction of the line to fewer numbers. Much is also 
being spent on experimental and research work. Thei! 
group will have spent in 1923 one (Turn to Page 79 
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Mergers of Jobbing Houses 


Officials of Three Important Companies Representing Consolidated 
Interests Present Interesting Views 


Mergers of electrical jobbing companies have been quite numerous since the first of the year. 


Whether or not 


these constitute a “tendency” in the field is difficult to determine. 

It is possible that mergers into larger and stronger houses may eventually prove an answer to what has been 
termed the “over-jobbered” condition of the electrical industry. But the probabilities are that they will not. As 
long as the United States continues to be a free country, no doubt a certain number will find the electrical jobbing 
field attractive and alluring, irrespective of how many larger houses may be operated, and will take a chance on 


entering this field. 


But mergers have been made and will. continue to be made for certain economic reasons. Definite statements of 


! 


these reasons, from prominent men in three of these merger companies, widely separated, cannot help but prove in- 
teresting and they are presented here for the benefit of those who may have similar moves im mind. 


tric Co., Inc., of Washington, D. C., which 
absorbed the Chesapeake Electric Co. recently. 
Harry W. Clayton, secretary of the company, sums up 
the situation relative to 
their action in these words: 

“It is notoriously true 
that the field of the jobber 
is very much ‘over-job- 
bered’ and jneedful of read- 
justment in the way of 
fewer and stronger job- 
bers. 

“There are many con- 
ditions peculiar to each 
territory which mained 
necessary the_ elimina- 
tion of the smaller less 
properly organized and 
financially _irresponsible 
jobbers. 

“In our territory the 
peculiar situation is the 
fact that Baltimore has 
greater and better transportation facilities for the 
handling of shipments both in and out than Washing- 
ton. The fact that Washington never encouraged indus- 
trial activities takes it out of that class to its own det- 
riment, and this generally. 

“The advantage of having a branch at Baltimore, 
where a general line may be maintained and where it is 
accessible for use at either location, is very desirable, 
for it serves both the out-of-town as well as the local 
trades at both locations. 

“As to operating expense, it makes it possible to 
handle the executive and administrative departments at 
one location and at lesser cost, it eliminates the duplica- 
tion of a sales force in the territory as well as the 
attendant expense of maintaining such an additional 
force. Advertising is further reduced and _ stationery 
and supplies are purchased in larger quantities to meet 
the requirements of both locations very economically. 

“As to deliveries, the increased facilities of maintain- 
ing delivery trucks at both locations enables the com- 
pany to make quick pick-ups and thus give better serv- 
ice to clientele. 


A GOOD example of a merger is the Carroll Elec- 








Harry W. Clayton 











“The trend, and naturally so, seems to be toward a 
fewer number of jobbers of sound and safe financial re- 
sponsibility with great purchasing power and ability to 
give service. 

“The consolidation of the smaller and less responsible 
jobber with the stronger house, more ably situated 
financially, will not only be the answer to the ‘over- 
jobbered’ condition but will materially aid business.”’ 

* * # 


A second example of a successful merger it that of 
the Southern New England Electric Co. of Hartford, 
Conn., which absorbed the Hartford house of the Elec- 
tric Supply & Equipment Co. and the James T. Hessel 
Co. of New Haven. Pres- 
ident Joseph R. Spurr 
writes interestingly of the 
history of the company 
leading up to these events 
and the factors that en- 
tered into consideration. 

The New England En- 
gineering Co., located at 
Waterbury, Conn., had 
started approximately for- 
ty years ago as a contract- 
ing concern and during 
those years had built up 
quite a large business and 
maintained nine branch 
establishments in the state. Seven years ago this com- 
pany decided to become a jobber but instead of changing 
the business of its branches at the time it changed its 
own line of activities, it partially divorced them by or- 








J. R. Spurr 











ganizing in each case a separate company, all, however, 
controlled by a parent organization. As time went on 
the New England Engineering Co. prospered as a jobbing 
concern, but the individually operated subsidiary or con- 
tracting companies acted as a back lash and seriously 
affected the jobbing company’s ability to do business 
with other contractors in the territory. During the last 
two months of 1922 this company sold all of its former 
eempanies and completely divorced itself from all busi- 
ness except that of wholesale electrical supply jobbing. 


On January 1, 1923, the Southern New England Elec- 
tric Co. was formed, it purchased The New England En- 
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gineering Co., and became the Waterbury house. On 
February 1, 1923, The Southern New England Electric 
Co. acquired, through purchase, the Hartford branch of 
The Electric Supply & Equipment Co., which became the 
Hartford house: On April 1, 1923, the Southern New 
England Electric Co. acquired, through purchase, the 
James T. Hassel Co. of New Haven and it became the 
New Haven house. Thus three existing jobbing houses 
were combined. 

Mr. Spurr makes these statements: 

“Conditions in the territory that favored such a move. 
—-Connecticut is a territory which is difficult to handle 
from one shipping center due to transportation facilities. 
Again there are three main distributing or commercial 
centers in the State, Waterbury, Hartford and New 
Haven and the competition between them keen and local 
interest highly developed. 

“Savings in operating expense.—We do not anticipate 
any great saving in operating expense but we do ex- 
pect that the additional busi- 
being 


ness obtainable by 


ficient to afford a very large market, when but a few of 
these lines are considered. These few lines, while dif- 
ferent, can be justifiably and economically marketed by 
the same types of selling organization. One large or- 
ganization has an appeal, then, over several separate 
smaller organizations because of it. 

“Savings in Operating Expense.—The most prominent 
of these savings will be in the housing charge, as it can 
be definitely pointed out as so much per year. Next 
comes the saving in personnel. A recent analysis indi- 
cates the probability of three men in the receiving de- 
partment doing the work of four now required, four de- 
livery men will accomplish what now requires five; one 
telephone operator will be no longer needed; one stenog- 
rapher can be dispensed with; part or all of the time of 
one billing department employee can be saved; one less 
file clerk, ete. 

“In addition to those mentioned above, there are other 
savings individually not as important; for example, 
supplies, light, heat and 
power, which will be effected 





located in the activity centers 
will greatly increase our vol- 
ume. There will be a saving 
in operating expense because 
of centralized administrative, 
financial and accounting 
activities. 

“Effect on buying power, 
deliveries and manufacturers’ 
co-operation in  general.—It 
does not help our purchase 
power greatly but it does con- 
siderably effect the co-opera- 
tion we receive from manufac- 
turers because they realize that 
our set-up is such that we are 
distributing over a large terri- 
tory with strong local organi- 


(1) 


(2) Buying 


(3) 
(4) 





ERGERS of jobbing 
houses, while to an extent 
governed by distinctly local con- 
ditions, are generally conceded 
to affect broadly these four fac- 
tors of operation common to all 
wholesaling establishments. 
Operating Expense. 


eries and Manufacturers’ 
Co-operation. 

Selling Expense. 
Service Rendered to the 
Customer. 


through consolidation. 

“Buying power.—The com- 
bination will have a decided 
cushioning effect on capital 
demands, the surplus from, a, 
quiet line taking the peak load, 
of an unusual demand from; 
some other line. Concentra-! 
tion of assets, accounts receiv- | 
able, etc., means a much 
more attractive proposition’ 
from the point of view of the: 
credit end of our -sources of 
supply. Adequate stocks can 
be more easily maintained as 
a consequence, with less finan- 


Deliv- 


Power, 








zations. 

“Saving in selling expense.— 

“There is a decided saving. Formerly the three 
merged concerns traveled men over the same territory. 
Now the salesman handles the business of the three 
in his territory. It has reduced the collective sales 
expense of the three houses about 30 per cent. 

“Effect on the service.— 

“The large organization, by virtue of this change, can 
maintain an adequate stock at each house yet materially 
reduce the investment in slow moving and special lines 
by carrying them at one distributing center.” 

* * 


As a third example there may be mentioned the merger 
of the William Hall Electric Co. and the M. D. Larkin 
Co., in Dayton, O., contemplated by Maurice D. Larkin 
for nearly 12 years, but finally brought about as the re- 
sult of present*conditions. M. E. Ewing, an official in 
the company summarizes the causes and effects as fol- 
lows: 

“Territorial conditions were favorable to a consolida- 
tion. 

“A concentration of diversified industries resulted 
in a demand for materials and supplies of a volume suf- 





cial stress and strain. This 
means better deliveries. 
“Manufacturers’ co-opera- 


tion— Most manufacturers, it 
is believed, will have a tendency to offer increased co-op- 
eration because they appreciate the fact that they are 
dealing with an outlet which has many times the oppor- 
tunity of good will promotion of the small houses because 
of the contact from numerous angles with every industrial 
in the territory covered. For example, the automotive man 
will be creating good will which may result in the sale 
cf more Benjamin clusters, even though he never sells 
one himself. Each salesman for each line will have a 
helping effect on sales in other lines, though he may 
never take an order outside his own line. 

“Saving in selling expense.—With the same selling ex- 
pense, proper management will result in greater sales, for 
each man is a scout for each of the other lines, and we 
will thus be able to have the right man at the right place 
at the right time oftener than at present. Again, all sales- 
men, regardless of line, can be used to push the sale of 
some specialty, when advisable. 

“The hardware man may be able to handle some small 
electrical dealer economically, when otherwise the elec- 
trical salesman would be forced to handle him with a 
consequent loss of time that could be better employed in 
working with some real outlet. (Turn to Page 8+) 
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Buffalo E. S. J. A. Meeting 
Breathes Optimism 


Radio Situation An Outstanding Feature. Vose, Rost, Smith and Sarnoff 


CHOOSE any one thing as the outstanding fea- 

; ture of the Buffalo meeting of the Electrical Sup- 
ply Jobbers Association is difficult. 
message brought to the jobbers by David Sarnoff came 


nearest to being an 
epochal utterance. The 
reason for expressing 


this opinion lies in the 
fact that radio stands to- 
day as the greatest 
single merchandising 
possibility in the electri- 
cal industry. Thus far 
the electrical supply job- 
ber has been the favored 
one in the distribution of 
this commodity. At the 
moment his position is 
being questioned, even 
threatened, by distribu- 
tors in other channels. 
Sarnoff’s statements 
were plain and to the 


point. Jobber business 
today amounting to 
over $100,000,000 and 
with a_ possibility of 


quadrupling in the next 
two years is_ involved. 
So the question in itself 
was certainly of prime 
importance. Space in an- 
other part of this issue 
is reserved for a more 
complete report of this 
address. 

At the five-day meet- 
ing, November 12 to 
16—the first two days 
were devoted as usual to 
committee meetings. 


There are now 34 active’ committees within the Associa- 
The boiled-down results of this extensive commit- 
tee work, which has been going on throughout the year, 
were presented at the general sessions the third day. The 
essence of these reports indicated principally a bearing on 
standardization and simplification in the lines of products 
which the electrical jobber is called upon to handle. The 
Association has been alive to this problem of economic 
waste, through the multiplicity of products, which is giv- 
ing so much concern to those in many other lines of in- 
dustry, and through committee activities has already been 
instrumental in bringing about improved conditions in a 


tion. 


number of directions. 


As Speakers Form All-Star Cast 


Probably the 
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Fac Simile of the Jobber’s Salesman Daily Published on Three 
Days at the Buffalo E. S. J. A. Meeting 


and more. 
manufacture. 


of adding them later. 


general. 


Four new members were taken into the Association— 
L. A. Woolley, Inc., Buffalo; Central States Electric Co., 
Kansas City, Mo.; Re Qua Electrical Supply Co., Roches- 
ter, N. Y., and the Virginian Electric Co., Charleston, 


W. Va. 

A large number of the 
jobber 
ent were interviewed by 
representatives of THe 
JoBpBER’s SALESMAN 
upon the specific ques- 
tion of their views con- 
cerning the outlook for 
1924. In no 
there any great concern 
expressed, and in most 
cases a greater volume 
of business was expected 
for next year than for 
1923. Due caution was 
advised, of course, for 
all know that in times like 
this, with so much ten- 
sion abroad and so much 
speed at home, any busi- 
ness. man must pay heed 
to the signals. But it 
could readily be seen 
that they were more than 
passably pleased with 
the prospects. 

In answer to questions 
asked of manufacturers, 
jobbers and _ engineers, 
at the meeting the con- 
sensus of opinion is that 
1924 will be an excep 
tional vear for new de- 
vices both large and 
small. The very good 
reason given is that peo- 


executives pres- 


case was 


ple are not only sold on having all new electrical devices 
which will make life easier, but they are demanding more 
The result is a speeding up in invention and 
Also, incorporating all modern electrical 
helps in new buildings or homes is gaining favor, instead 
In other words, the “adequate out- 
lets” idea is rapidly being appreciated by the public in 


As at the two preceding semi-annual meetings, THE 
Jopper’s SALesMAN published a daily paper, there being 
three editions—Wednesday, Thursday and Friday. 
was a four-page sheet containing the news of the regular 


This 


meetings as well as the more or less continuous “lobby” 
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meeting in the Hotel Statler. The final edition on Friday 
contained the complete registration list of about 300 
names, 

This meeting will go down as among the best attended 
in the history of the Association. Due to early efforts of 
the executive committee, there was more than the usual 
attendance of manufacturers’ executives and principals. 
All expressed themselves as highly pleased with the ac- 
commodations and service offered by the Hotel Statler. 

Mueh enthusiasm and intense interest marked both ses- 
sions of the open meeting on Thursday. Probably there 
have never been presented to the Association at a single 
meeting four more interesting and instructive addresses 
than those of Frederic P. Vose of Chicago, O. Fred Rost 
of Newark, H. O. Smith of Akron, and David Sarnoff 
of New York. The first three named were on the regu- 
lar program, and summaries of their addresses follow. 
Mr. Sarnoff’s talk came as an extra to the already good 
measure. 


Hardware vs. The Electrical Jobber 

H. O. Smith of the Hardware and Supply Co., Akron, 
Ohio, drew some extremely interesting parallels between 
the hardware and electrical jobbing business. As his 
company is engaged in both lines 
of endeavor he was in a position 
to speak with authority. 

One thing that is striking is 
the fact that the hardware job- 
ber generally is found in a ware- 
house out by a railroad track 
while the electrical jobber seeks 
more expensive locations. The 
hardware jobber is perhaps 
forced to this by his greater ton- 
nage, but the electrical jobber 
has been going to the higher rent 
localities on account of his retail department. 

In the jobbing business one of the greatest secrets of 
handling goods out and in is to have proper facilities. 
He feels that the hardware jobber usually has better 
facilities. 

Hardly .ever does the hardware jobber ask for direct 
shipments—at least to nowhere near the extent that 
the electrical jobber does. He usually feels that if 
he cannot ship from stock he will let the order alone for 
he has learned from experience that there is very little 
difference between direct and warehouse shipments as 
far as cost goes, all things considered. 

The hardware jobber does not take up new lines as 
readily as the electrical jobber—there is less selling of 
cats and dogs. Furthermore, there is not the duplication 
of lines in the hardware jobbing business that there is 
in the electrical. 

Hardware jobbers’ men are trained from the ware- 
house up before they are given any important work to do. 
It is his belief that the hardware salesmen for this rea- 
son have a greater knowledge of their line—in many cases 
greater than the manufacturers’ salesmen. 

The question is often asked, why can the electrical 
jobber not sell the hardware merchant. , Mr. Smith pro- 
vides these reasons: 


H. O. Smith 


(a) He buys in smaller quantities than the elec- 
trical carton quantities. 


(b) He is in a place where he cannot see you and 
wait on his customers at the same time. You cannot 
afford to wait around to sell him the small quantities 
that he would buy after you finally got his attention. 


The “If”? In Electrify 

By “The ‘If’ in Electrify,’ which was the ‘subject 
of his address, O. Fred Rost of Newark, N. J., means 
the contractor-dealer, whom he believes to be the weakest 
link in the chain of electrical dis- 
tribution. Of all the members of 
the Association of Electragists, 
International in the United 
States, 744 per cent have a high 
credit rating, 12 per cent a good 
rating, 34 per cent fair, 13 per 
cent limited, 15 per cent are listed 
but not rated and the balance are 
neither rated’ nor listed. 

It is impossible to get along 
without the contractor-dealer. But 
he. needs help—education,* Mr. 
Rost then explained how;they“are helping the contractor- 
dealer in the territory covered by his company, the New- 
ark Electrical Supply Co. 

First they drew in their territory. They selected 35 
dealers for special cultivation. A special man was put on 
whose sole duty was to help these dealers and educate 
them. This man was not required to take orders. His 
success depended on “orders” for help that he could get 
from these dealers and the amount of service he could 
render them. He showed them how to trim windows, how 
to keep store, how to keep their books, and in every 
way possible how to conduct their business on a profitable 
basis and to grow. The results of this intensive personal 
contact work became evident very early and in the aggre- 
gate it has paid well. 


O. Fred Rost 


Then the speaker outlined a broad co-operative plan 
on the part of the manufacturers and distributors in the 
electrical industry, whereby the former might put a part 
of their advertising appropriation into a uniform window 
display and service, planned ahead by the year on a 
weekly basis and cleared through some neutral agency 
such as the Society for Electrical Development. 


The Business Outlook 


Frederic P. Vose of Chicago, chairman of the Elec- 
trical Credit Association, addressed the meeting on the 
subject of “Credit and Collection 
Conditions.” In the first part of 
the address he made a number of 
statements as to the business situ- 
ation that are encouraging, com- 
ing from one who is known to 
hold conservative views. 

There is now recognized a con- 
servative but encouraging  re- 
action predicated upon the fol- 
lowing grounds: 

1. The people throughout the 
country are generally employed. 

All those who really desire to work find no difficulty in 
keeping busy. (Turn to Page 77) 
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Creative Salesmanship Made Easy 


It Is the Simple Idea That Often Makes the Most Sales. 


Heating a Piece 


of Wire Is the Backbone of the Whole Electrical Industry 


OST men don’t know what “creative salesman- 
Mi" is. I’m not sure that I do, myself. But 
as I understand it, it’s something like this: 

Existing business may be represented as a pie. At 
present, the percentage you get of existing business 
amounts to what you can slice off for yourself. If there 
are six competitive jobbers’ salesmen in your territory, 
and if each one gets an equal amount of the business that 
exists there, then it’s mathematics that vou each get one- 
sixth of the pie. 

Now the only way you can get a larger slice is by tak- 
ing it away from some other salesman. You can steal it 
when he isn’t looking, or you can rassle him for it, or if 
he’s a weakling and you have the ability you can just 
push him to one side. In any event, what you get is 
simply a larger slice of the same old pie. 

But creative salesmanship means making a bigger pie. 
When the pie is bigger, and you may still get only your 
sixth share, but even at that you get a bigger piece. 

And—this is a big point to remember—there is no law 
or rule of the game to prevent your stealing, rassling for, 
or just simply taking a larger slice of the pie when it’s 
been made bigger by creative salesmanship. 

The only difference is that the pie itself is larger. 
There’s more business to divide, and it’s still up to you to 
do the dividing. 


The job of creating more business is up to you. ‘This 
takes business sense and some work—but mostly business 
sense. And by business sense I mean the ability to see 
what an idea is good for, the ability to see where it ap- 
plies, the ability to see what sort of a dealer can and 
will accept it and put it to work. 

An idea, all by itself, is very much like a gallon of 
gasoline in an open pail. Leave it lie, and it evaporates. 
But pour it into an auto tank and give the engine a 
Even then you 
must know the road and guide the car safely along that 


whirl, and it will get vou some place. 


road if you want to arrive at any special destination. 
Otherwise you're joy-riding. 

The business sense that is needed in applying and us- 
ing creative sales ideas is similar to the news sense re- 
quired of a reporter, or the financial sense that the banker 
must have, or the political sense needed in a successful 
vote-getter. Some of 
us are awful dumb-bells that way. 


We do not all possess such sense. 


I recall a case of a reporter who lacked what they call 
“news sense.”” He was sent out to cover a swell wedding, 
ard pretty soon returned and told the city editor that 
there was no wedding so of course he couldn’t report it. 

“How come?” demanded the ed. 

“Well, you see, the groom got drunk and shot his pros- 


pective mother-in-law, and some (Turn to Page 80) 

















Sell ’Em the Little Extras They Want and Need 
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Osgar Pliers Comes Back 


He Learns a Lesson—Made in Germany 


EAR EDITOR :—Well I suppose you musta thot 
D I was dead but as Sol Bloom which runs the Mens 

Emporium next door would say I aint dead but 
bisness is but just between you and I and the ornamen- 
tel standard the reason I aint rote to you befor is be- 
cause Ive been in a peck of 
trubel. To make a long story 


know him he says, but I do know you and sight un- 
seen, he says, I bet on you. 

You aint insinating, are you, I says. 

Of course not, he says, lets see the wire. 





intresting it was like this—I 
bid on the odd fellers new 
home and I figgered using a 
new kind wire which a bird ~ 
tells me he can sell me cheap 
it being made in germany 
where a (two) 2 dollar bill 
will make an millionair out of 
a hobo and where a too bit 
piece will keep a factory in la- 
bor for a month. Conse- 
quently stuff which is made in 
germany can be broght over 
here and sold at a fracture of 
stuff made by 
american labor plutocraps can 
turn it out and consquently a 

this german wire which this / 
bimbo 


bought at a price which is a 


and I 





which real 


quotes me can _ be 
says how 
much is No. 12 (number 
twelve) d. r. c. And when 


knockout 












If I told you, he says, you 
wouldnt believe me so why 





I showed it to him and all he says was that Barnum 

was right and starts to leave. 
Whats the matter with the 

wire, I says. 
WAS RIGHT 

go to the trubel, he says. Only 
this, Osgar, he says, remem- 
rie ber that you don’t never get 
nothing for nothing, he says, 


s . and the bird which buys stuff 
> from’ gips is in for a gipping 


and all I have to say is stick 
to reliable jobbers which sells 
reliable stuff. 

Your just sore, I says, be- 
= cause you didnt get the order. 

No I aint sore, he says, you 
know me Osgar, I dont care 
i no more for a order than 
Rockafeller cares for oil, only 
I hate to see a good guy like 
you go wrong. When do you 
| Joes | expect to finish this hear odd 
fellers job? 

In about (five) 5 weeks, I 




















he tells me’ I says dont quote 
me by the inch I bye bye the 
foot and he says my price is 
bye the foot. So I says send me a flock and he says 
how much is a flock and when I told him he felt faint 
but he wrote it down and I sined. 


“‘Osgar,” 


Well when the wireing job for the odd fellers hall 
came up I bid on it and I figgered on useing this hear 
german stuff and my bid was a knockout and I got the 
job which didnt make the nob and tube artist acrost the 
street none to happy it being the secont job I grabbed 
from him. Well just about this time Eddie Grant which 
is the ABC salesman blows in. 

Well, he says, hows things. 

Fine, I says, I just got the odd fellers job. 


The heck you did, says Eddie, taking out his order 


book, thats fine, he says, how about some supplys. 
: I dont need none, Eddie, I says, I was shy some wire 
but I got enuf now, I says, to go around the world at 
the equaker, I says, (six) 6 times and have enuf left 
over to send a message, I says, from here to Loyd 
George. 

What did you pay for it, he says. 

I told him and he tells me what a truthful guy I am 
and I show him the invoice. 
* Well, says Eddie, ether you is a fool or, he says, the 
bimbo which sold it to you is one, he says, and I don’t 


He Says, “Remember That You Don’t 
Never Get Nothing for Nothing.” 


says. 
Well you can expeck me 
back in about (six) 6 weeks, 
he says, with a order book in one hand, and a lot of 
simpathy in the other. And with that wize crack he 
beats it. ‘ 
Well the job was finely done and the billding fin- 
ished and turned -over to the odd. feHers who planned 
a big party in the ballroom of the billding to celabrate. 
Well everything started out swell but befor I go any 
father in this letter I want to tell you about the fixture 
which hangs in the center of this hear ballroom—its a 
darb. Its got a coupla milliun peices glass hanging on 
it like a Xmas tree and so many lights in it that the 
central station musta been behind there putting it in. 
Well it seems that this fixture was the special pride of 
these odd fellers and they had it all covered up with a 
cover which could be pulled off with a cord like one of 
these hear trick covers they use when they cristen a 
statute. Well they was going to spring a surprise on the 
gests and after everybody was in the ballroom they was 
a lot of speech making and then the chief kleagle or 
whatever the chief odd feller is called gets up and says 
the regular bull and says. 
Ladies, Gentlemen and Gests—we now want to pre- 
sent to you, he says, the real pride of this hear odd fel- 
lers hall, he says, and all the (Turn to Page 87) 




















December, 1923 


THE JOBBER'SfAJ)SALESMAN 





Five Ways in Which the 
Customer Is Always Right 


5. In Wanting Somebody to Make the Spending Occasion 
By JAMES H. COLLINS 


ness generally, had only two busy seasons, spring 
and fall, when people changed from winter to 


oe old-fashioned dry goods store, and retail busi- 


summer clothes and back again. Even those brief sea- 


sons were limited, because 


ready for seasonal demand. But very often the seasons 
bring loss rather than profit, for the weather turns the 
other way, or a fad flickers out, and goods are left on 
the retailer’ hands unsold and unsalesable. 

When he thinks of seasons, 





. , (ams 
summer clothing differed very 


little from winter a generation 
ago. Father had no_ soft 
shirts, low shoes, silk 
socks or palm beach suits then. 

When warm weather came, 
he hung up his overcoat. When 
it got hot he bought a straw 
hat. But he wore his vest all 
summer long. There was some 
Christmas trade, too, and those 
were the only occasions when 
“something in the, air” made 
people feel that it was time to 
buy certain definite things. 
For the rest, spending through 
the left to the 
buyer—merchants had _ not 
learned to put “‘something”’ in 
the air to make spending oc- 


sheer 


year was 


casions. 

The enormous expansion in 
present-day merchandise and 
the enormously increased 
‘spending, is almost wholly an 





‘increase in spending occasions. 
The dry goods store expanded 





the merchant overlooks many 
other occasions that might be 
turned to account. 


| 
| 
| 


obs 2 a 

Occasions 

seem to be the word—not sea- 
sons. 

There is an interesting illus- 

tration right at hand to show 

the difference between a real 

| spending and_ the 

more seasonal fad. One winter 


occasion 


women were wearing woolen 
stockings. There 
enough knitting machinery in 
the country to supply the de- 


wasn't 


mand. But by the time special 
machinery could have been 
made, it was figured, the fad 
would have died. It lacked 
the permanence, the founda- 
tion to build upon of a real 
spending occasion. 





There is nothing particular- 
ly seasonal in a kitchen cab- 
inet. Yet when a manufac- 
turer and a merchant become 
interested enough in kitchen 
cabinets to make a spending 





into the department store not 
merely by adding more: kinds 
of merchandise, but by filling the year full of special 
for spending. If the people would spend 
‘when they changed from winter to summer wear, why 
not have spring and fall clothes in between? The spring 
and fall things were provided, and customers responded. 
‘Why not house fittings when people were going from 
Two distinct seasons in fur- 


occasions 


the city to the country? 
mniture and furnishings were created where there had 
been only one, and the range of this merchandise was not 
only doubled and tripled in variety, but its sale in 
turn increased the number of people who went to sum- 
mer homes. Vacations, anniversaries, holidays and other 
special occasions have been developed, not only in the 
department store but in all retailing. 

This sort of spending, and the that 
turns it to account, is called “‘seasonal’’—which is too 
limited a term. When merchants think of it in connec- 
tion with the calendar, they can look ahead and get 


merchandise 


James H. Collins 


cecasion of them, the public 
will respond. In more than 
one case, a retailer who thought he was overstocked 
with such goods has been led, by a manufacturer’s sales- 
man, to order a carload more and make a. spending oc- 
fasion of kitchen cabinets, or washing machines, or 
cream separators, or whatever the merchandise happened 
to be. And there the 
spending occasion has been made big enough and the 


is no record of failure where 
public aroused by information and demonstration. 
Toys had for years been thought strictly seasonal 
tied so tight to Christmas that the great toy industry 
of Germany is still limited to holiday trade all over 
the world. But American toy manufacturers some years 
ago began pitch-forking their product off the Christmas 
peak and spreading it over the whole year. If chil- 
dren played with toys at Christmas time, why not at the 
seashore and other places? If Christmas suggested giv- 
ing a child toys, why not the child’s birthday? Why 


children, anyway? Are men and women anything more 
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than grow-up kids—why not toys for grown-ups? Today, 
American toy stores and toy departments do an all- 
year round business because dozens upon dozens of new 
occasions for buying toys have been found and impressed 
upon the public, and the public never fails to re- 
spond if the occasion is real and is skillfully pre- 


sented. 
Whatever your line of merchandise may be, go back 
in memory as far as your experience will permit and 


decide whether these things are so: 

Has your range of merchandise increased amazingly 
the past 10 or 20 years? 

Is your public buying more 
more of each article? 

Has most of this increase been secured by making 
new spending occasions? 

Has the public responded to each new spending oc- 


different articles, and 


Among the greatest of the many rival attractions at the 
advertising show held in New York City, November 15 
was Thomas A. Edison, whose presence in the Edison 


SALESMAN 


czsion pointed out by merchants and manufacturers in 
your line? 

Have the successful spending occasions been real op- 
portunities for the public as well as the merchant—op- 
portunity in the sense that customers have secured 
something that made life better? 

Has this increased purchasing been generally for the 
public good? 

“Yes” is the answer in nearly every case, and further 
growth will be possible if this idea of the spending 
occasion is kept in mind and built upon. The cus- 
tomer has it in mind, and will respond when shown a 
real reason for purchasing, whether it be a new reason 
or a timely one. Beginning with merchandise plans for 
the year and coming right on down through purchas- 
ing, displaying, advertising, and the final sale, the 
spending occasion is basic. 





booth gave many an opportunity to see the great leader. 
This picture is, therefore, one of the very latest taken of 
him as he posed with the Edison advertising staff—P. & A. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 21 Key Products 











































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 
MARKET PRICES MARKET PRICES MARKET PRICES 
Oct. 15 to General Oct. 15 to General Oct. 15 to 
COMMODITY Nov. 15 Trend Nov. 15 Trend Nov. 15 Trend 
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Motors and control apparatus ................. 4}/18| 6| O| 21) 2 6117) &6| 2}|25)| 0 1] 6] 3] 0j 10 endl 
Se II ois 05 CLE eidebd ccc es thei 18 | 18 1 1 | 26 5 || 22);12] 0 2) $1 1 5 3| 4] 0); 12 0 
Vi eee eee ee ener: bi onc ech oe 0 0} 28; 5 || 23)12] 0 2;29) 4 8} 4 0 0} 11 0 
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R. C. wire and - Pee 23 | 10 0 1} 11 | 21 || 26 9; O| 4 8 | 23 6 6 0 2 3 iad 
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LM G5 hao ts ook eae \ertw bates: s+ «esc 26 7 0 1 | 30 2 || $1 4 0 1|30| 4 9 3 0; 0; 10 2 
[nA POOCUOND 0.5 os ces op idicn sos s ces ewe 14 | 15 3{ 0} 30 2}} 15) 17 3 1 | 33 1 4| 2 5 0; 10 1 
Commercial lighting units..................... 18;12|] 8] 0|25; 3}/ 14/15] 5] 2| 380); @ 5} S| 2] 0| 10; 0 
Residential lighting units...................... 11/ 8] 2] of] 2! 1{/14/11] 1] 3/20] sf} gs] 4] 2] of 8] 1 
Street lighting equipment...................... PO Re tae Se eee 4/10/10] 0] 24] 0 S:-.21) Sie Ol Si @ 
a BE Re ee 25} 7} 1] 0} 83] OO} 23)/10; 83} 1/385) O} 10) 2] O} O} 11] 1 
Motor-driven appliances ............+ee+0+- 9/10} 2] 0; 21] Oj] 7/16] 5] 0} 28] Off 2] 6] 8] Of}; 11] O 
OMG ans ee Nc SMe os wee ene chactehed 1 0 | 16 0; 17 ih 2 1 | 2 1; 21; 3 0 0 9 0 9 ted 
Re ES OO OEE Cy Rg ra er Tera 20 2 1}; 01,19 4 18 7 2 1} 21 5 6 2 1 0 4 a 
Flashlights and batteries...................55: 19 | 11 1 1; 30 0 || 26 8 1 2' 33 0 8 3 1 0; 12 0 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 


homa and Texas; Central States all between. 
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The Root of Gambling 


By DR. FRANK CRANE 


get something for nothing. 
It is precisely the same thing as the root 
of theft, embezzlement, robbery and burglary. 

There are millions of dollars lost every year 
in speculation. But it is 
safe to say that not a dol- 
lar is lost by anyone who 
is not expecting to get 
something for nothing. 

The swindler and confi- 
dence man is a rogue, but 
he would have no success 
except for the fact that 
iis victims are also rogues. 

The difference is that he 
knows that he is a rascal, 
while they think they are 
not rascals. ‘They do not 
realize that every man 
who expects to get some- 
thing for nothing is al- 
ready a thief in his heart. 

The first lesson every 
boy ought to be taught in 
school and in the family is 
that he has no right to call 
any penny he may have, 
honest unless he has given 
& penny’s worth for it. 

No dollar that ever 
came to man, whether by 
gift or luck or treasure trove, was ever a bless- 
ing and a strength to him, except the dollar 
that cost him commensurate effort. 

Honesty is so extraordinarily simple that it is 
extremely difficult to understand; while fraud 
is so complex that it is very plausible. 

It is a curious commentary on human nature 


Pigs ROOT of gambling is the desire to 


that a man often pities himself because he has 
to work hard for every cent he gets, while the 
swindler is vastly satisfied with himself. 

As a rule and in the long run a sort of rough 


justice is worked out in the world, and a man 


who is of service to his fel- 
lows usually gets paid for 
it; while as a rule, al- 
though there are many 
exceptions, and in the 
long run, although very 
many get tired and do not 
run long enough, the man 
who complains that he 
has been ill treated and is 
unlucky, is one who is dis- 
appointed because he did 
not get something for 
nothing. 

You do not always get 
your just pay for the 
work you do, and some 
men get pay for work 
they did not do; it is an 
uneven world, but it is 
certain there is one satis- 
faction that a man has 
that no one can take from 
him, one treasure he pos- 
sesses which moths cannot 
corrupt nor thieves break 
through and steal, and 

that is the consciousness that he has never tried 
to get something for nothing. And that will 
give him a faith in human nature that the other 
kind of man can never have. 

A certain Frenchman said that the honest 
man has at least one advantage over the rascal, 
he knows there is at least one honest man. 


(Copyright 1923 by Dr. Frank Crane) 








An Article by Dr. Crane Appears in 
‘Each Issue of Tue Jossers SALESMAN 
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Pictorial Review of Electrical Developments 


William Steinmetz, a job- 
ber salesman, with Otto Rei- 
man, Ine., Chicago, is ama- 
teur skating “Ace” of Amer- 
ica, for 1922 and 1923. He 
was also international ama- 
teur skating champion, 1922. 
He skates for the Norwe- 
gian-American Athletic Club 
of Chicago. A small list of 
his accomplishents—Chicago 
Tribune Blue Ribbon Dia- 
mond Medal Champion 1923, 
also winner Silver Skates 
Derby 1921, Adirondack 
Champion 1921, Western 
Amateur Champion 1919- 
1920. The picture at the left 
was taken in 1919 when he 
had only made a start at 
gathering medals and cups. 
The one at the right was 
taken in 1922. Selected to 
represent America at the 
Olympic Games at Chamonix 
in the French Alps next 
February. 


This photograph shows an ore train of the Butte, Anaconda & Chicago, Milwaukee & St. Paul Railway on the lower level. 
Pacific Railway on the upper level and a freight train of the Both are drawn by high power electric locomotives.—Kadel & 
Herbert. 
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A miniature operatic theater has been built by the producing 
staff of the Chicago Civic Opera and placed on exhibit in Chicago 
and probably will also be shown in cities of the east. The little 
theater is electrically controlled and with the turn of a switch 


This is a model of a moving walk which will probably take the 
place of the Forty-Second Street “Shuttle” in the New York 
subway. The model was successfully demonstrated in an open 
field in Jersey City. There are three parallel platforms running 


ae 
AEE agile 


I “ 


an orchestra of 80 musicians rises into view in the pit, the con- 
ductor takes his stand, the curtain parts in the first act of 
“Rigoletto” and then action begins. It required three to con- 
struct the toy—©Underwood § Underwood, 


at three, six and nine miles an hour, arranged in a continuous 
loop that affords transit in either direction. A continuous walk 
inside the low speed platform permits access at any point.— 
Kadel & Herbert. 
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Josef Hofmann, noted pianist, 
has just uncovered the fact, that 
he is an inventor as well. He has 
perfected a device which registers 
the exact touch of the pianist when 
making music rolls for player 
pianos. Up to the present time all 
corrections on a master roll had to 
be made by hand, taking much 
time and energy. The Hofmann 
invention eliminates all this, and 
makes a true reproduction at the 
initial performance. It took 160 
hours to correct 7 rolls, at a cost 
of many dollars an hour. This 
machine eliminates this great ex- 
penditure.—Fotograms. 


An old electric automobile built over 35 
years ago and still going strong, was on view 
at the Electric Show, N. Y., and has at- 
tracted considerable attention. It is barely 
big enough for one person to sit in. A small 
electric motor drives it at about five miles 
an hour, Photo shows Miss Margaret Smith 
at the wheel (or steering rod would be 
better).—Kadel & Herbert. 


CREATEST WALA Cale it, eo 
London «Yor ARECORD- BREAKING waur 
ey ces coe ne London » York 
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ape te potions a CEORCE CUMS — 
Haunt? geal . 
vag SETS heat 


ae ' At the age of 50, George 
~ pneco ¢ ‘ eee Cummings, world’s walking 
CREPE RUBBER SOLES ae champion, started from London, 
Pn aa de yg og teat 2 : England, on a walk to York in 
ad eae mr. | an attempt to make it in less 
time on foot than it would take 
to ride the distance on his Arab 
horse “The Sheik.” Photo shows 
him as he passed through Hat- 
field, listening to the radio loud 
speaker which helps to eliminate 
the monotony of the grind.— 
International. 
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Charles Edward Browne 


President, American Electrical Supply Co. 
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MEN YOU SHOULD KNOW 


Charles Edward Browne, 


October 27, 1866, and is of Welsh-English ances- 
try. His parents came to Chicago when he was 
two and one-half years old and later went to Wauconda, 
[ll., when he was seven, returning to Chicago when he 
was 13. 
At the age of 23, he secured employment with the 
David J. Braun Mfg. Co., 


C HARLES BROWNE was born in Colon, Mich., 


President, American 
Electrical Supply Co. 


moved in; the new location being at 117-123 South Mor- 
gan street. This building and the land is owned out- 
right by the American Electrical Supply Co., and it rep- 
resents the most modern conception of a structure adapted 
to the efficient conduct of an electrical supply jobbing 
business, embodying ideas gathered by Mr. Browne in 
many years of experience in this line of work. 

In conducting the affairs of 





manufacturer of gas and elec- 
tric fixtures, located at 68-74 
West Monroe street, Chicago, 
where he remained for about 
eight years, advancing from the 
position of stock clerk to that 
of general superintendent. In 
1891 he married the daughter 
of David J. Braun, Rosa 
Clara Braun, locating in 
Rogers Park where he built his 
home at 6733 Greenview ave- 
He has resided in this 
home ever since, which is signi- 
ficant of one of his traits of 
He is essentially a 
“home” man and in his pres- 
ent business he is constantly 
encouraging his young men to 


nue, e 
liards, 


character. 


ask any of 
settle down and make a home friends 
as soon as possible. 


One daughter has been born 





Intensiveness 


HARLES Edward Browne 

is a living refutation of the 
statement of a recent well-known 
writer, who maintained that a 
man could not shoot 90 golf with- 
out neglecting his business. This 
Chicago jobber does better than 
90, wields a wicked cue at bil- 
has traveled the 
sands” by two routes, is active 
in many clubs and organizations, 
and yet if you think that his busi- 
ness is neglected for a minute, 
his 


his company, Mr. Browne dis- 
plays an unselfish regard for 
the interests of those who are 
working with him to make the 
business. Almost from the be- 
ginning, and _ before — such 
things became common, a 
profit-sharing plan was put 
into effect, with the result that 
now a number of the more 
valuable employes are stock- 
holders, officers and directors 


as in the company. That the 
hot spirit of having a heart for 
the other fellow is felt and 


appreciated is evidenced by 
the fact that the turnover in 
help with the American Elec- 
trical Supply Co. has always 
been unusually low. One or 
two of the salesmen in partic- 
ular have been with the com- 


competitor- 





to them, Violet, who is married 
to James Hibben, Jr., well-known advertising man of 
Chicago. 

In 1897 Mr. Browne took one of the important steps 
iv his business career when he became identified with the 
late Henry Newgard in the electrical contracting business ; 
later incorporated under the name of Henry Newgard 
& Co., Mr. Browne being one of the stockholders. This 
company became one of the largest and best known elec- 
trical engineering and contracting concerns in the United 
States. He was first secretary and later secretary and 
director of Henry Newgard & Co., remaining with that 
organization until 1905. That year he organized the 
American Electrical Supply Co., and was its first pres- 
ident, which office he has held ever since. 

The first place of business of the American Electrical 
Supply Co. was at 85-87 Fifth avenue, Chicago. A year 
later they moved to larger quarters at 211-213 Lake street. 
After five years at that location, changing conditions 
uiade it’ advisable to move the business to the West Side 
and a location was secured at 953-955 Washington boule- 
vard, where it was continued for a period of 12 years. 
The progress made during this period called for special 
facilities which could only be. secured by erecting a build- 
ing adapted to their purposes, so in 1922 plans were 
made and work started on such a building, and in the 
early spring of this year it was completed and they 





pany since _ its 
1905, or 18 years before. 

One of his pet schemes, which is in line with his 
ideas of the family as the basis of business success, is 
to offer bonuses for children. If a boy is born into the 
family of any of his employes a certain amount is paid 
over out of respect for the event. It is understood that 
girls command a somewhat smaller amount. This has 
been a source of great pleasure to him, although of late 
he has been somewhat concerned over an epidemic of 
twins, which has forced up the overhead. The very 
latest report, six days before this article was put on the 
press, is to the effect that during Mr. Browne’s absence 
at the Buffalo convention of the Electrical Supply Job- 
bers Association, two new babies were “put' into stock.” 


inception in 


At a very early date in his career, he gave evidence of 
being what all know him to be now—a “hustler.” Into 
his work or his play he throws a vast amount of energy, 
and this intensity of purpose and action is one of his 
chief characteristics. 


His first business venture was selling papers at the 
corner of Halsted and Madison streets, within just a 
few blocks of where the new building of the American 
Electrical Supply Co. now stands at 117 South Morgan 
street. This occupied his spare time until about the 
year 1881 when he started a thriving business on his 
own account at Halsted and Van (Turn to Page 86) 
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Conning the Trade Right 


Jack Gets Down to Original Meanings to Uncover the 
Elements of Selling Good Will 


By LAWRENCE EFFERTH 


Sales Manager, Liberty Gauge and Instrument Co. 


66 OYS,” opened up Sid as the three jobbers 

B salesmen took their seats in “Dad’s’” dining 

room. “It is distinctly getting across to me 

that selling consists, not only in what a guy does, but 
how he does it.” 

“You speak like a sage,” rejoined Tom, “What’s the 
cause of this pearl of wisdom?” 

“Well it’s kind o on me, but Ill 
tell it seeing as your both good 
scouts,” continued Sid. : 

“It was this way, down at Holus- 
ville I sees old Jim Murray stroll 
into Amber’s store. Amber had his 
back turned and Jim bangs him over 
the back like to knock him over; and 
the Jim conned him about 
things wonderful, and Amber 
seemed to like it.” 

“That’s the system,” says I to my- 
self. “Treat ‘em ruff,—con ’em, and 
the next store I walks into, I bangs the old boy on 
the chest and says, “I see you’ve got a lot of them cheap 
hot plates still hanging around, why don’t you give 
‘em away if you can’t sell ’em?” 

“What reaction did you get?” interrupted Jack. 

“A great plenty, thank you,” replied Sid. “The de- 
tails relate, I don’t believe I'll 
ever go back.” 

“Not until you learn the real and better meaning of 
suggested Jack. 


way 
was 


are too horrible to 


‘con’,”’ 
“What is that?” in- 
quired Tom, “never 
heard of it.” 
“Well, the word is 
about. four thousand 
years old,” began Jack. 

“Too far back for me 
to remember,” butted in 
Tom. 

“And had it’s begin- 
ning in Rome,” 
tinued Jack. 

“Oh, I see, it’s Latin,’ discovered Sid. 

“Exactly, another form of ‘com’ meaning ‘with’, or ‘to- 
gether’,” explained Jack. 

“Con,—Competition—where do you get anything 
‘with’ in ‘competition’?” asked Tom. “It seems to me 
that the ‘con’ in ‘competition’ means ‘against’ rather than 
‘with.’ ” 

““*Competition’ comes from ‘com’-together, and ‘petcre,’ 
‘to ask for together,’ it doesn’t mean that everybody gets 
the prize.” 

“The best conner gets it, I suppose,” suggested Sid. 


“Please Dissect Confidence for 


Us” 


con- 


‘| Bangs Him in the Chest’’ 


“Yes, if he gets his ‘con’ from ‘confidence.’ ” 

“Please, Mr. Word Doctor, dissect ‘confidence’ for us, 
asked Tom. 

“Just what I wanted to do,’ consented Jack. ‘It 
brings out the point. ‘Con’—‘together with,’ ‘fido’ or 
‘trust,’ means ‘placing one’s trust or faith with.’ ”’ 

“My lack of faith has always grieved 
my mother terribly,” remarked Tom 
gravely. 

“That word ‘faith’ has a deepe 
meaning than we usually give it,” re 
plied Jack, “Its real meaning is to hav: 
reliance in a person or thing. So you 
see ‘confidence’ means placing relianc 
in a man,—in you as a jobber salesman. 
Now if you are a good ‘conner’ you will 
make your customers rely on you.” 

“Yes, ‘make them,’ sounds easy,” said 
Sid ironically. “Tell me how 
make them.” 

“Me, too, Pete,” chimed in Tom. “I'd like to ac 
quire some of this hypnotic stuff myself.” 

“Well, it is easy,” assured Jack, ‘and it is not hyp 
notic. I have no patience with these J. Rufus Bulling 
ford guys who think selling consists in pushing a cus- 
tomer into a sale against his will.” 

“Confidence is the basis of business. 
just two primary elements,—thorough knowledge and 
sterling honesty, mix them up well and give the com 
bination time to work on your trade, and say, you won't 
need fancy for- 
mulas to get business.” 

“T’m honest,” protest- 
ed Sid. — 

“Are you so honest 
that you wouldn’t sell a 
customer a thing he has 
no use for, or would re- 
fuse to sell him more 
than he can dispose of 
easily, or ask him to: 
buy conservatively on a 
falling market? Are you so honest that take 
your good time to show him how to cut down his in- 
ventory, so that he can pay up some of his bills be- 
fore buying any more. That is the way old Jim Murray 
‘cons’ his trade, and the result is his customers are so 
glad to see him that they don’t mind how hard he 
slaps them on the back.” 

“Sounds to me like Murray was strong on unselling.” 

“Not that,” explained Jack. ‘He is honestly and 
sincerely guarding his customers’ interests, and when 
Jim reaches down in his little old (Turn to Page 88) 
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the Logical Choice ~for 1924 


Stop and consider these selling points of the Westinghouse 
Sol-Lux. 


LOW INITIAL COST—The Sol-Lux is a standard luminaire. 
A minimum of types and sizes of lamps, globes, and parts 
makes it possible to purchase them in larger quantities at a 
better price. 


FLEXIBILITY—In one of its several types. the Sol-Lux can 
be adapted for any room—light, dark, high or low ceilings. 
It can be changed at will and with little difficulty. For orna- 
mental effect, silk or parchment shades may be added. 


EASE OF MAINTENANCE—tThe globe is dust-proof, requir- 
ing only occasional wiping to maintain the highest lighting efh- 
ciency. Lamps can be replaced without removing the globe; 
thus, globe breakage is greatly reduced. 


BEAUTY—tThe simple, quiet, dignified lines of the Sol-Lux 
make it attractive in the finest hotels, clubs, office buildings, 
stores, schools, libraries restaurants, and many other places. 
The addition of ornamental shades does not reduce materially 
the lighting efficiency. 


Write to our nearest office or jobber for a copy of the new 
Sol-Lux Catalogue. It covers the economies of good lighting. 





Westinghouse Electric & Manufacturing Company 
George Cutter Works South Bend, Indiana 


Sales Offices in All Principal Cities of the United States and Foreign Countries 


| li 
SOL-LU. * Sladen J to the Commercial ———— a tl 








‘Westinghouse 
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Little stories of 
unusual sales ~as 
told by salesmen. 


An Old Stunt We Often Forget 
To Work 
CERTAIN factory — in 
territory was always a dead 
issue as far as orders were concerned, 
so I made inquires about the class of 
electrical material they used through 
a workman in this factory. One item 


my 





of interest was a particular type of 
wire; my firm did not carry it, but 
we had an equal or better grade in 
another make. Cutting a 25-foot 
sample, I mailed it to the buyer, ask- 
ing him to make a rigid test and I 
would call in a few days. When 
I called he was pleased, but when 
I quoted our price, which was several 
dollars less than he had been paying 
for the other type of wire, he was 
delighted. that time I 
sold him many thousand feet of our 
wire and other merchandise he needed. 
L. O. Barpen 


* *& * 


Since have 


Learning Through Demon- 
stration 
CERTAIN 


trical dealer on the Coast was 
making me take the count in a verbal 
tilt one day in a manner that made 
me wish I was back home again. He 
had a vocabulary that was remark- 
Some of it was entirely new to 
me. I was featuring a flashlight that 
was, in some respects, new to him. 


pugnacious — elec- 


able. 


“T don’t give a d— what’s new 
about it, I don’t want to handle it, 
that’s all.” 


It was hard for me to break down 


such an ultimatum, but I had my 
“spiel” all ready, even for such an at- 
tack, and went at him. 

“Don't care to handle it!” I re- 
peated, with amazement, “that’s a nice 
way to talk! Here we are trying to 
help you smaller fellows branch out— 
giving you a proposition like this— 
with a $75,000 publicity campaign in 
back of it. Giving you somthing you 
can’t lose on, and that’s the thanks we 
get. 

“If you could show me where you 
stand to lose one penny on the deal I 
would be satisfied to depart thinking 
you were justified. But, listen once 
Take one gross of these lights, 
and, if at the end of three months 
any are still on your hands we take 


more, 


them away from you without an in- 
vestment of a penny on your side. 

“Now any business man can see 
that an article like this is going to sell 
just as soon as we start the campaign 
in the newspapers and magazines. No 
matter how small a man’s store is, he 
surely can sell a dozen and a half of 
these in the course of a month, when 
the newspapers and magazines are 
going to yell it out for weeks steady.” 

I was a little “het up” over the 
way things were going, and got a lit- 
tle personal when I said: ‘Why, if 
I was back of that counter I'll bet you 
I could sell one of these lights to one 
of the first three customers who'd en- 
ter here.” 

That last remark started something. 
While I was speaking I had been 
packing up my portfolio of ads that 
I was using in an effort to convince 
him. I didn’t finish packing. He 
laid a heavy hand on my arm. 

“Wait a minute young man,” he 
remarked. ‘What was 
that you said about selling one of 
those things? I’ve listened to your 
guff a good while; I’m going to call 
vour bluff with a $5.00 bill. Get be- 
hind that counter and ‘show me.’ One 
out of three—the first three who en- 
ter.” 

I was too deep in the woods to 


laconically 








draw back. I covered his bet, with 
his head clerk as the stake holder. 


The first one to enter was a car- 
penter, who, after making a purchase 
of a drill, was asked to buy the flash 
light. He yanked one out of his 
pocket, shot its rays over my serious 
visage, saying: “Reckon that’s good 
enough for me, eh!” 


The second person was a lady who 


seemed interested enough, but, un- 
happily, she didn’t need one then, but 
if she ever did, she would return. 
My heart went to my boots when | 
discovered the third and my 
chance entering—a boy of approxi- 
mately 12. His father, it developed, 
was a new physician in town, and he 


last 


was sent down to get some wire to 
Before that boy left 
the store ;I gave him a flashlight. 
“Here,” I said, “is what your father 
needs. Take it home, show it to him, 
tell him the price. If he keeps it 
bring back a dollar. If he doesn’t 
want it, you fetch it back and I'll give 
vou a dime.” 


attach a lamp. 


To the astonishment of the dealer, 
the clerk and myself, the boy van 
ished with the wire and lamp and the 
flashlight. A quarter of an hour later 
he returned with a bright new dollar 
bill, the wire and also the lamp. 

“Dad said the light was just what 
he wanted, and that he don’t need the 
wire now, but that he’ll be down later 
to see about some lamps for his office.” 

Without a murmur the dealer passed 
over the two five dollar bills. 

“If you would only push sales in a 
similar manner,” I said, “you could 
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‘*‘Standard for Show Windows’’ 


WHEN WINTER COMES 


Now comes the season for brilliant lig 


ime 


ing—short hours 
it is the t 


ht 


of daylight and gray, cloudy days. Naturally 


For large 
windows of 
Uses 









































For large windows 
of “high-trim.”’ 
Uses either a 100 
or 150 watt lamp 





“low-trim.” 


either a 100 or 150 
watt lamp 


At no sea- 


fied selling of X-Ray Reflectors. 
son of the year is there less resistance to vigorous sales 


intensi 


for 


inter 


effort on reflectors than now and for the following w 


* 


“X-Ray 


sales resistance.’ And don't forget that 
designates a complete line of reflectors for every dis- 


ee 


So don't neglect this annual opportunity for a let-down 


play lighting need. 


on 
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Window 


FLOOD Light. 
Uses a 200 


watt lamp. 
Sells on sight! 


Show 


National XKay Reflector Co. 
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For windows 5 


feet or less in 
height of “low- 


Uses a 50 
Mill Type 
lamp. 
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watt lamp. 
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Color-Ray Attach- 
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No. 731 
For average size win- 


dow of “low trim.” 
Uses a 75 watt lamp. 


Small reflector using a 


Mill Type lamp. 
For windows 5 feet or 


watt 
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sell two gross of these in the time 
specified. I'll tell you what I'll do. 
I’m not a gambler. When I passed 
that remark about betting I was only 
using the expression as a figure of 
I didn’t think for a moment 
you would ‘call me.’ I don’t want 
this five dollar bill of yours, but, if 
you come across on my proposition 
I'll cut so much off when you're billed. 


speech. 


What do you say?” 
“You 


learned 


son-of-a-gun,” he said, “I 


something here from you. 
When a man knows his customers he 
afford to let of 
stock go out in such a manner as you 
did with the boy. It often happens 
that a man doesn’t know exactly what 
he wants, but if it’s brought before 


That’s a 


‘an some items his 


his eyes, then he realizes. 
good lesson.” 

I carried the order away with me, 
merely because he learned something 
through demonstration. 

* * & 
Rigid Enforcement of Specifica- 
tions the Answer 

To quote from the sales manager of 
manufacturer in THe 
JopBer’s Sa.tesMan, for October, 
1923, entitled, ‘“‘Where Are We 
Headed,” we get a bill of the prevail- 


a prominent 


ing conditions undecorated. 

“The electrical industry is today 
collectively and individually failing to 
bring reasonable financial returns to 
the 


and contractors because of the igno- 


manufacturers, jobbers, dealers 


rance and weakness of a very small 
minority that succeed in the abnormal 
lowering of prices with consequent 
lowering of standards of quality, serv 
ice and general efficiency. 
“Contractors make unreasonably 
and unnecessarily low bids on con- 


struction work.” 


If facial expressions mean anything business must be good with the Midwest 


‘lectric Co. of Des Moines, Ia. 


Boyd; IT. H. Dalton; Jack Adwers, and George C. 


Left to right: J. H. Robel; Miss Siegel; H. S. 


Adwers, manager. 





No further quoting is needed, for 
this sentence contains the root of the 
whole problem. 

It seems useless to discuss the many 
reasons why this is so. It happens, we 
all know well, simply because there is 
nothing to prevent it. 

Further along, this official suggests 
what he terms proper corrective 
measures to overcome these unhealth- 
ful conditions. He says there are now 
many ways to do this, and mentions 
two: “Credit men should refuse credit 
to contractors that are slow pay,” and 
“Salesmen should not solicit business 
from them.” 

Certainly these are proper meas- 
ures, but not sufficient, for there are 
many mail order sources selling for 
cash and there are several ways to get 
advances to cover material costs. 

One thing that would help legiti- 
mate contractors most, provided it 
could be universally, uniformly and 
promptly applied, would be fair and 


competent inspection of all materials 





In the center is 
H. Sikemeier, pres- 
ident of United 
Electric & Supply 
Co., St. Louis, with 
vice-president C. FE. 
Vail on his right. 
The stout gentle- 
man on the right- 
field foul line is 
R. V. Hawkins, 
Appleton. rep- 
resentative in the 
West. 











and rigid enforcement of architects’ 
specifications in every respect, or thi 
National Code, where no specifications 
exist. 

The amazing thing in the contract 
ing game today is how consistently and 
“the lowest 
bidder” is in deviating from plans as 
as In almost 
every class of work he is met and his 


notoriously successful 


well specifications. 
cunning quickens to the occasion, the 
architects’ ability to 

meant, notwithstanding. 


say what is 


Unless we are willing to take our 


“victims,” as they evolve from curb 


stoners to so-called contractors, and 
spend our time and money trying to 
develop them into a dependable out 
let for our merchandise and supplies 
—unless we are going to continue this 
high time 


something shou'd be done toward a 


program always—it is 
solution of the problem of contractors’ 
stability. 

Good contractors—men who actu 
ally know the game from every angle 
—are not made in a day, but they are 
being lost to the trade over-night. 

Ray Riaés, 
Tet-Evectric Co. 
* * & 


Dana Pierce Heads Under- 
writers’ Laboratories 

The board of directors of the Un- 
derwriters’ Laboratories announces 
that, at a special meeting of the 
board held November 10, Dana 
Pierce was elected president of the 
Underwriters’ Laboratories. <A. R. 
Small was elected first vice president. 
D. B. Anderson and L. B. Headen 
continue as secretary and treasurer, 
respectively. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 


shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories 


and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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PERTINENT SALES FACTS AND FIGURES 





| 
The information given on this | 
page relates to no single manu- | 
facturer’s products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 
! 








What is included in the term 


“electric air or space heaters?” 
These 


heaters 


include various types of 
used for warming the air 
or other similar enclosed 


spaces, such as ticket booths, crane 


of rooms 
cabs, large japanning ovens, ete. 
They are divided into two general 
classes: Domestic, which warm rooms 
or parts of rooms to a comfortable 
temperature, and industrial, which 
warm other types of enclosed spaces 
usually to somewhat higher tempera- 
tures but seldom exceeding 750 de- 
grees Fahrenheit. 


How and when were they devel- 
oped ? 

It is only within the last twenty 
years that much progress has been 
made with electric heating. As the 
rates for electric service were grad- 
ually reduced, electric air heaters of 
the luminous type using large, low- 
candlepower incandescent lamps were 
introduced for 
Non-luminous types also came _ into 
using a 
liquid in coils like a steam or hot- 


warming purposes. 


use, likewise types sealed 
water radiator, but electrically heated 
and self-contained. 


diant type awaited development of a 


The modern ra- 


durable heating element whose re- 
sistance wire could glow in air with- 
out oxidation or burning up. When 
meets 


nickel-chromium wire, which 


this requirement, was introduced the 


glowing heaters soon followed. One 
of the first types had a_ reflector 


shaped like a half cylinder. The pres- 
ent popular round reflector type was 
first marketed about eight years ago. 
Industrial made 


10 


heaters have 
the 


space 
headway only within last 
years. 

What principles underly all these 
heaters ? 

When an electric current passes 
through a conductor it heats the 
conductor and the amount of heat de- 
veloped depends directly on the con- 
ductor’s resistance and the square of 
the current, or on the power thus 
used up. All the power used up is 
converted into heat. This power is 
measured in watts and is the basis 


for rating heaters. Thus a _ 1200- 





Data Sheet on 


Air or Space Heaters 


watt heater gives twice as much heat 
as a 600-watt heater. 

Air heaters heat principally in two 
ways. They warm the air in con- 
tact with their heated surfaces and 
this air expands and is forced up- 
ward by the colder and denser air 
which replaces it; this sets up cir- 
culation of the air just as in the 
case of steam or other radiators, the 
circulation being called convection. 
Any hot body also throws off heat 
just as a luminous body throws off 
light; this is called radiation and is 
most effective from luminous or glow- 
ing heaters, which are _ therefore 
called radiant heaters. Convection of 
heated air is always upward and 
cannot be well controlled. Radiation 
can be in almost any direction and 
is easily controlled by reflectors just 


like light. 


How does the electric heater 
compare with non-electric types for 
similar use? 

It is the only type which is free 
from the objectionable features of 
bad odor, serious fire hazard and 
vitiation of the air. It is cleaner than 
any oil or gas heater even as these 
are cleaner than any coal or wood 
Considering these 
advantages, as well as its ease of 


stove or fireplace. 


control and greater convenience, it is 
not more expensive to operate for 
moderate heating than any competi- 
tive method. Like all non-coal burn- 
ing heaters it has its limitations 
when it comes to heating an entire 
house in a cold climate. This can be 
done, but at considerably more cost 
than by a permanently installed coal- 
fired heating system. 


How are radiant types usually 
built ? 

The portable type consists of a 
heavy base supporting adjustably a 
larger reflector of flat bowl shape 
with conical heating unit at its focal 


center. The reflector is usually of 
polished copper with parabolic or 
spherical curvature to throw the 


radiant heat from the glowing ele- 
ment approximately along the 
flector axis. The heating resistor is 
wound on porcelain and this is often 


re- 





In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





screwed into a socket so that it is 
easily replaced and a lamp may also 
be substituted for it to convert the 
outfit into a floodlight. A wire guard 
in front prevents clothing, etc., from 
tcuching the element. These heaters 
are usually rated at 550 to 600 watts, 
but are also made up to about 2000 
watts. 

The types built into fireplaces or 
wall enclosures have a polished re- 
flector behind the heating element. An 
asbestos-lined metal casing is back of 
the reflector and an ornamental front 
serves as a guard. These heaters take 
from 1000 to 5000 watts. Electric 
logs for fireplaces are made up some- 
what like gas logs and are rated from 
660. to 3000 watts. 


How are non-luminous_ types 
built ? 

Often in the cylindrical or rectan- 
gular form with sheet metal or per- 
forated grating around the sides and 
a top grating to give free play to 
Semiportable radiators 
whose sealed coils contain water or 
cil with a protected electric element 
in the bottom are also made. 


convection. 


Industrial heaters are made in sev- 
eral forms. One is the metal-clad 
strip with the element wound around 
a flat strip and protected by metal 
covering. Larger forms use bare re- 
sistance ribbon wound around flat 
iron cores with insulated edges and 
the mounted in 
frames. 


whole supporting 


What are the special fields of 
usefulness of the principal types? 

If it is desired to heat all the air 
in a small working space, like a 
ticket booth, control cab or watch- 
man’s shanty, a non-luminous heater 
that sets up effective convection cur- 
vents in the air will suffice. 
slightly larger room where a_ partic- 
ular space is to be warmed, as in a 
bathroom, bedroom, nursery or phy- 
sician’s office where a person may 
undress, the radiant heater will fur- 
nish the required heat quickly and 
effectively without necessarily heat- 
ing all the air in the room. This is 
also true in still larger rooms. 


In a 
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Here’s Denver’s Opinion of 


ILG Ventilating Fans 


Tus bird’s-eye view of the city of Denver tells the story of 
ILG Ventilating Fans in-Colorado’s largest city. Here is un- 
questionable evidence of a public preference for ILG products 
that is witnessed all through the West and extends all across the 
Pacific into Japan. 


Since 1910, Hendrie and Bolthoff Manufacturing and Supply 
Company, Denver, have been successful in selling and distributing 
ILG Ventilating apparatus. And every dealer who has identified 
himself with the ILG line has shared the profits, prestige and good 
will that is the ultimate reward of selling a quality product. 


Persistent judicious advertising has made the ILG Ventilating 
Fan nationally famous and superior merit and performance has 
permanently established its leadership. The ILG is the only ven- 
tilating fan made with a fully enclosed self-cooled motor — made, 
tested, sold and guaranteed as a complete unit — and it’s painted 
green. 


Send for a copy of ILG Tell Tales, an illustrated prospec- 
tus that tells the whole story regarding the ILG proposition 
from the standpoint of dealer, jobber and jobber’s salesman 


Partial List of ILG Fan Installations 


Great Western Sugar Bldg. 
Childrens’ Hospital 

Queen City Foundry 
Charles Beauty Shop 

Dixie Dancing Academy 
Americe Theatre 

Swift @ Company 

Denver Orzhans Home 
Morey Merc. Company 
Kindel Bedding Co. 

Pell’s Fish @ Oyster House 
Old Homestead Bakery 
Denver Club 

Packard Motors 

Recreation Bowling Alley 
Christian Science Church 


Kenmore Billiard Hall 
North Denver High School 
U.S. Reclamation Service 
O. P. Bauer’s Conf. Co. 
Beatrice Creamery 

Nat'l Jewish Sanitarium 
Denver Dry Goods 

Oxford Hotel 

Goodheart Laundry 
Shirley Hotel 

Edelweiss Cafe 
Daniels @ Fisher Stores Co. 
Ford Motor Company 
Auditorium Hotel 

Denver Shale Brick Co. 
American Fixture Co. 


ILG ELECTRIC VENTILATING COMPANY 
CHICAGO, ILLINOIS 


2854 NORTH CRAWFORD AVENUE 


FOR OFFICES : STORES: 
- FACTORIES:PUBLIC BUILDINGS: 
RESTAURANTS -THEATRES : HOUSES ‘ETC: 
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Montreal Is Heard From 

W. D. Scott, of the Canadian Elec- 
trical Supply Co., Ltd., Montreal, 
Canada, has sent in some notes of 
true human interest concerning his 
company, which it is a pleasure to 
print. They do a large business east 
and west in Canada and the keynote 
of their policy .is to be found in the 
initials of their company name— 
“CESC,” i. e., “C” for Co-operation, 
“E” for Enthusiasm, “S’’ for Service 
and “C” for Cordiality. Once you 
attain and live up to these_qualifica- 
tions you have your customer for 
good. 
He announces that their old friend, 
Sam Rutenburg, is back with them 
after an absence of_three years. Their 
“Cordial” for “Real 


Officially he rates as general 


name him is 
Guy.” 
manager and purchasing agent. 
“Jack” Rosenthal, their president 
—he of the epigrams, whose “Ten 
the 
Jopper’s SALESMAN some months ago 


Commandments” appeared in 
— is their constant example of CESC. 

An enjoyable get-together conven- 
tion was held recently, a feature of 
which was the dinner given in honor 


of the occasion. 





Sackett Stimulates Interest by 
Contest 

The H. I. Sackett Electric Co., of 
Buffalo believes in doing things to 
create consumer demand. At the Nia- 
gara Frontier Industrial Exposition, 
held in the Broadway Auditorium the 
week of October 22, Sackett’s took 
eight large spaces. They had ques- 
tionnaire slips printed in connection 
with a pumpkin-seed guessing con- 
test. Every person entering this con- 
test was required to fill out the ques- 
tionnaire, giving not only name and 
address but indicating by check mark 
the various appliances owned in their 
homes among 13 listed in the ques- 
tionnaire, 

There was a great deal of interest 
and excitement over this as Sackett’s 
gave away $1600 worth of electrical 
The result was a very large 
mailing list of consumers interested. in 


prizes. 


having appliances in their homes. 
This list, segregated as to classes of 
prospects, is now being circularized 
every week or 10 days, supplemented 
by newspaper advertising three days 
a week. The results have been very 
satisfactory. As far as possible, in- 


quiries and sales resulting from this 





Dinner given at the Get-Together convention recently held by 
the Canadian Electrical Supply Co., Ltd., Montreal, Canada 


At the head of the table, on the right as you look at 
is “Jack” Rosenthal, president of the company. 











campaign are routed through a dealer 
in each locality. Also, the dealers 
were invited into the Sackett booths 
during the Exposition, there to make 
sales on their own account. In the 
same way they are invited to bring 
their prospects into the Sackett dis- 
play rooms downtown and make as 
many sales there as possible. 


* * * 


Milhender Starts New Boston 
House 

After many years of service to the 
electrical supply trade Joseph L. 
Milhender has severed his connection 
with the United Electric Supply Co., 
which firm he founded, and has com- 
menced a new business which will be 
conducted under the firm name of the 
Milhender Supply Co., 
located at 617 Atlantic avenue, Bos- 
With this new firm 


14 years of experience. 


Electric 


ton, Mass. goes 
His line will consist of‘ lighting 
appliances and 
To all his 


extends a 


fixtures, glassware, 
general wiring supplies. 

friends, old and new, he 
invitation to call at the con- 


South Station. 


cordial 


venient location near 


and look around. 


, a 


the picture, 
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During these active building days, make 
sure that your trade is well-supplied 
with a complete line of sockets. 


Remind your dealer customers that 
there’s a big, profitable business in 
replacing sockets of less efficiency, 
worn out in service. 


Hubbell Sockets are made in all types, 
sizes and finishes. 


HARVEY HUBBELL 


ELECTRICAL W3RING DEVICES 


BRIDGEPORT ) CONN. U.S.A. 


NEW! 

Quick detachable 
acorn. No tool needed 
to instantly attach or 
detach. 











) ELECTRICAL WIRING DEVICES 
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Taken at the outing of Robertson-Cataract Electric Co. of extreme right end is A. M. Little, general manager, Fifth from 
Syracuse, N. Y., held Sept. 22, 1923, at Bay Shore Inn. On the 


the right end is R. Delano, assistant treasurer. 





Death of Henry Newgard 


Henry Newgard, of the firm of 
Henry Newgard & Co., electrical con- 
tractors of Chicago, died very sud- 
denly on October 11, after an illness 
At the time of his 


death, Mr. Newgard was a director 


of only two weeks. 


in many prominent West Side com- 
panies in Chicago, among them being 
the American Electrical Supply Co., 
in which he 


stockholder. 


Mr. Newgard was born in Norway 


was the second largest 


in 1858, and came to this country in 
1879, starting in business as a lock 
smith at 167 East Madison 
Electricity was in its early 


street, 
Chicago. 
stages of development and he soon 


turned his talents in that direction. 

In 1901 the firm of Henry New- 
gard & Co. was organized, his part- 
this enterprise being his 
Martin, Charles E. 
Browne, now president of the Ameri- 
can Electrical Supply Co. The busi- 
ness was built up until at the time 
of his death it was probably the best- 
known 


ners in 


brother, and 


engineering and contracting 
firm in the electrical line in the United 


States. 





J. A. Arthur 


C. W. Brooks 


Parr Opens Brooklyn Plant 

The Parr Electric Co., New York, 
of which C. McKew Parr is president, 
recently opened a Brooklyn plant on 
Atlantic avenue in the heart of the 
Chas. E. Merrill, secretary, is 
Here, as in the New York 
McKew Parr and the 
Newark plant under George Parr, a 
One 
plant is as large and fully equipped 


city. 
in charge. 
plant under 
complete stock will be carried. 


as another and no interchange of 
stocks is necessary. 


* * 


Varney Men Heard From 


Herewith is a of Indiana 
road men from the Varney Electrical 
Supply Co., Indianapolis. J. A. 


(Jake) Arthur has been with the com- 


group 


pany 20 years and is now specializing 
in motor-driven appliances. Sales 
Manager W. H. (Bill) Makepeace is 
The 


company reports a large increase in 


looking proud over a new son. 
business. They have added another 


radio specialty man. Another an- 
nouncement is of an extensive direct- 
mail advertising campaign on appli- 
ances. 


George Baily, 








W. H. Makepeace 


president, is one of 


the new members of the E. S. J. A. 
and has been in the electrica! jobbing 
business less than a year. When 
esked what im»ressed him most about 
the electrical jobbing business, he 
said the thing most impressive to him 
was the tremendous diversity of lines 
and the relatively small percentage 
that each line bears to the whole. For 
many years, on the other side of the 
fence as a manufacturer he had in- 
timate contact with the electrical job- 
ber, but even with this experience, he 
had no conception of the problems 
which this great diversity presents 
until he became a jobber himself. 
* * * 
Fullerton Reorganizes 

The Fullerton Electric Co., Inc., 
230 W. Seventeenth street, New York 
City, N. Y., reorganized October 1. 
Se oe 
treasurer, F. G. Burch, Jr., vice-presi- 
dent, and L. F. 

The only change in the sales force 
is the addition of Eugene Nestor, a 
former contractor. 


Fullerton is president and 


Page sales manager. 


The company will 


continue to sell a full line of electri- 
cal merchandise to dealers and indus- 
trial plants in the Metropolitan Dis- 
trict. 








John Bell 
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| ANOTHER REASON FOR USING ARROW SOCKETS 
THE ARRO-GRIP CAP 





This wouldn’t have Note the insurance 
happened with against wire troubles 


ARRO-GRIP with ARRO-GRIP 
































ie 





No. A-62 


Any Arrow Socket Body will take No. 62 Arro-Grip 
Cap. Use Arro-Grip Sockets for industrial pendent 


se work to prevent fraying and pulling away of wires 


from binding screws. 


i- 
3 PA 
oP 
a 


THE ARROW ELECTRIC COMPANY oe 
HARTFORD, CONNECTICUT 


RROW 


The complete line of Wiring Devices 
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Colorbeston 
the asbestos-insulated 


fixture wire 


**Colorbeston’’, a colored, asbestos-insulated wire, was developed 
to meet the need for a fixture wire that will match standard fix- 
ture finishes, but which has no braid to char when used in close 
contact with lamps operating at high temperature. 


Asbestos Fixture Wires for Permanency 


Thesuperiority of asbestos insulation, notably DELTABESTON, 
on wires subjected to heat, is well established. Here is a perfect 
heat-proof wire for wiring fixtures. Its insulation contains no 
rubber or combustible material. It is a Deltabeston product 
insulated with fibrous asbestos, impregnated to resist moisture 
and applied to the wire in such a manner as to leave no openings 
such as are sometimes found in braided yarn coverings. 


Colorbeston fixture wire comes in six permanent colors to match 
standard fixture finishes. 


General Electric Company 
Merchandise Dept. Bridgeport, Conn. 


GENERAL ELECTRIC | 


DWD 
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Bridgeport Works 
General Electric Company 


Where to Get G-E Service os 








List of G-E Factories 


Connecticut _ 
Bridgeport Windsor 





Baltimore 
Massachusetts 

East Boston Everett 
Gloucester Hudson 
Lynn Pittsfield 
Taunton West Lynn 

Missouri 

St. Louis 

New Jersey 
Ampere Belleville 
Harrison Bloomfield 
Roselle Park Newark 
Little Ferry Weehawken 
New York 

Schenectady Maspeth, L. I. 

Rochester 

Ohio 
Cleveland Sandusky 
Pennsylvania 

Erie York 
New Kensington Philadelphia 











For Business in the United States 


G-E Sales Office G-E Distributing Jobber 


Alabama, Birmingham. ..... Matthews Elec. Supply Co, 

Arizona, Phoenix......... . Southwest G-E Co. 

pa eg ne Oe ee yt Cee ae eee Cv edevesseces 
California, Los Angeles... .. Pacific States Electric Co. 

California, Oaklandt§....... Pacific States Electric Co. 


California, San Franciscof .. Pacific States Electric Co. 
. The Hendrie & Bolthoff Mfg. & Sup. Co. 
.Southern New England Elec. Co. 


Colorado, Denvert........ 
Connecticut, Hartford...... 


Connecticut, New Haven... .Southern New England Elec. Co. 
Connecticut, Waterbury ....Southern New England Elec. Co. 
District of Columbia, Wash- 

ington...................National Elec’l Supply Co. 
Florida, Jackson ville ahead Florida Elec. Supply Co. 
Florida, Tampat........... Florida Elec. Supply Co. 
Georgia, Atlanta§t......... Carter Electric Co. 
Georgia, Savannahg........Carter Electric Co. 
Illinois, Chicago§t.......... Central Electric Company 

Commonwealth Edison Co. 

Indiana, Evansvillet........ Crescent City Electric Co. 
Dei WORM 6.5 ce 'ere «5 core ot gun bt cae oes cwennveouseceegaas 
Indiana, Indianapolis....... Indianapolis Elec. Supply Co. 
Indiana, South Bendf....... South Bend Electric Co. 
Keune RCM MEIINO gs SLs cir beens UL Oca tawas Uh deware Cowes 
Iowa, Des Moines. ......... Mid-West Electric Co. 


Kentucky, Louisville... ..... Belknap Hardware & Mfg. Co., Inc. 
Louisiana, New Orleans ....Wesco Supply Company 
Maryland, Baltimore... ....Southern Electric Co. 
Massachusetts, Bostont... . . Pettingell-Andrews Co. 
DRI ENN ire Pot nara ACW ak wen te-a eee edancteasees 
Massachusetts, Worcester. ... 
Michigan, Detroit.......... Frank C. Teal Company 

A. T. Knowlson Co. 
Michigan, Grand Rapids. .. C. J. Litscher Electric Company 
DERSUNG PREREOE 25 5:5). Case oe bk hs weadees 
Minnesota, Duluth........ , Northwestern Elec. Equipment Co. 
Minnesota, Minneapolist§. .. Peerless Electrical Co. 


ee eo 


Minnesota, St. Paulf..... .. Northwestern Elec. Equipment Co. 
Missouri, Kansas Cityf... .. The B-R Electric Co. 

Missouri, St. Louis§t....... Wesco Supply Company 

Montana, Buttet........... Butte Electric Supply Co. 


Nebraska, Omaha..........Mid-West Electric Co. 
New Jersey, Harrison........... 


New Jersey, Newark........ Tri- City ‘Bhectrie Ca. lees. 

New Jersey, Patersont .... Tri-City Electric Co. .» Inc. 

bo Se eee err creer errr rere rrr cr 
New York, Albanyt........ Winieeias Blecwic Co., Inc. 


New York, Buffalo ... ..... .Robertson-Cataract Elec. Co. 


New York, Elmira... ... 





G-E Sales Office G-E Distributing Jobber 


New York City§t.......... E. B. Latham & Company 
Royal Eastern Elec’! Sup. Co. 
(Also Borough of Brooklyn, Long 
Island City and Jamaica, L. I.) 
Sibley-Pitman Elec. Corp. 
(Also Borough of Brooklyn) 


New York, Niagara Falls................. ere 
New York, Rochester....... Robertson-Cataract Elec. Co. 

Wheeler-Green Elec’]Supply Co. 
Senet Nts DEMONS 50 55s cane dics ss vcccaepeee seengecee 
New York, Syracuse........ Robertson -Cataract Elec. Co. 
New York, Utica... ... 5. Robertson -Cataract Elec. Co. 
North Carolina, Charlotte. ..Elec. Supply & Equipment Co. 
Oheo, Abram... soo. ctcccce Republic Electric Co, 
MARRS ob aca ccnse ss 4 Ania Sete aaa i wonwaten 
Ohio, Cincinnatif.......... The F. D. Lawrence Elec. Co. 

The Post-Glover Electric Co. 
Ohio, Cleveland............ Republic Electric Co. 
Ohio, Columbus. ........... The Erner & Hopkins Co. 
OMG, DASOR. «ccc icccsces The Wm. Hall Electric Co. 
ee W. G. Nagel Electric Co, 
OEE ot Ee PT ree se eeececeseceseces 
Oklahoma, Oklahoma City ¢ .. Southwest G-E Co. 
Oklahoma, Tulsa........... Southwest G-E Co. 
Oregon, Portlandt.......... Pacific States Electric Co. 
ee Coe Pree ea ree eee eee cecccccccccece 


Pennsylvania, Philadelphia§ t.Philadelphia Electric Company 
Supply Department 
Frank H. Stewart Electric Co. 


Pennsylvania, Pittsburght... Union Electric cee 


Rhode Island, Providence....... occccccccccccce 
South Carolina, Coluanbiat.. Per Sines Elec. Co, Ine. 

Tennessee, Chattanooga..... James Supply Company 

Tennessee, Knoxville............ esesksactaee 
Tennessee, Memphis. ....... Wesco Supply Coompeny 

Tennessee, Nashville........ 7a 

Texas, Dallast............. Southwest S —E Co. 

yo lb ere Southwest G-E Co. 


.Southwest G-E Co. 
.Southwest G-E Co. 


Texas, Houstont.......... 
Texas, San Antonio........ 


Utah, Sait Lake Cityt...... Capital Electric Company 

Virginia, Norfolkt........Southern Electric Company 

Virginia, Richmond......... Southern Electric Company 

Washington, Seattlet....... Pacific States Flectric Co. 

Washington, Spokane....... Pacific States Electric Co. 

Washington, Tacoma... . occ. sci cccscceccecccccccecoces waneus 

West Virginia, Bluefield. . .. 2.2.2.0... cece eee eee c cece ccceterereees 

West Virginia, Charlestonf. . Virginian Electric, Inc. 

Weleemnitins EIN ooo. on ein c one ci ccidencctivececcccsceedessccecces 
tNo G-E Office tWarehouse §Service Shop 


. 


For Canadian business: Canadian General Electric Tompany, Ltd., Toronto, Canada 


Distributors for the General Electric Company Outside of the United States 


INTERNATIONAL GENERALE ELECTRIC COMPANY, INC. 


120 Broadway, New York, N. Y. 


NERAL ELECTRIC 


Schenectady, N.Y. 
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Additions to Gertler Organi- 
zation 

The Gertler Electric Co., 220 West 
Eighty-third street, New York, an- 
nounces the addition to their forces of 
A. L. Schnitzger, formerly with Parr 
Electric Co., who will handle the 
lighting fixture department. Jack 
Schoendorf has been made an outside 
salesman and will cover the downtown 
territory. The Gertler Co., has been 
in business seven years. In May, 
1920, they bought their present build- 
ing, and since then have increased 
their volume of sales tenfold. On 
September 1, 1923, they were ap- 
pointed B agents for Edison Mazda 


lamps. 
* & * 


Grover Anderson’s Service 


Rewarded 


Grover Anderson, recently 
pointed sales manager of the Electric 
Appliance Co., San Francisco, was 
born in Omaha, Neb., and moved to 


ap- 


San Francisco while yet of school 
age. He joined the sales force of the 
Electric Appliance Co. in 1907, and 
has been with the firm ever since, with 
the exception of a few months. Pre- 
vious to his appointment to his pres- 
ent position he acted as city sales man- 
ager for about five years. 
* * 


Matteson Crosses Great Divide 

News comes from Utah that P. E. 
Matteson, formerly president and gen- 
eral manager of the Tidewater Elec- 
tric Co., New York, N. Y., has mi- 
grated westward. He 
manager for Inter-Mountain Electric 
Co., Salt Lake City. 


is now sales 


The Thirsty Alfalfas 

The Alfalfa Club is very deep 
seated. The significance of the name 
is this: As the roots of the alfalfa 
plant will go deeper in their search 
for moisture than will those of any 
other plant, so will a member of the 
Alfalfa Club go farther for a drink 


Van Marker and His Trophy 


than will any other known mammal. 
And by the same token an Alfalfa 
salesman will go further for an order 
than will anyone else. 

This club was organized among the 
distributors of the Buckeye Division 
of the National Lamp works. N. H. 
Boynton of the Buckeye Division has 
offered a trophy to the distributor 
member who shows the greatest per- 
centage of gain in new business each 
year. The a beautiful 
lantern type of desk lamp done in 
If it is won three years 


trophy is 


solid bronze. 














Banquet of Revere Electric Co. 


in succession by a member it becomes 
his permanently, In addition the 
member gets a prize of $1000 and 
interest (the thousand is now invested 
and piling up interest for the lucky 
winner). 

The tropby was won for the first 
time this year by Van N. Marker, 
president of the Revere Electric Co., 
Chicago, and his bunch of hustlers. 
Van is here shown clutching the 
prize, and with his mind already set 
on the thousand smackers by 1925. 
You can see in the picture that he is 
trembling with excitement. 

+ % * 


Revere Entertains Its Agents 


An interesting meeting was held on 
October 15 by the Revere Electric 
Co., of Chicago, it being an occasion 
on which 70 of their contractor-dealer 
Buckeye Mazda lamp agents were in- 
vited. The large party assembled at 
noon and went out to inspect the 
factory of the Illinois Miniature Lamp 
Works. 

Upon their return they went to the 
Atlantic Hotel where a banquet had 
been prepared and where there were 
speeches and also a play put on for 
the entertainment of the guests. 

T. K. Quinn of the miniature lamp 
division of the National Lamp Works 
explained some of the questions per- 
taining to the Mazda lamp patent 
situation. P. B. Zimmerman talked on 
merchandising. N. H. Boynton of 
the Buckeye Division made the ad- 
dress of welcome and outlined the 
progress of the Division. 

* * * 


Keep Salesmen Posted on 
Dealers’ Credit 


C. E. Borntraeger, credit manager 
for the McGraw Co., St. Louis, finds 
that salesmen appreciate information 
concerning their customers’ credit. So 
he furnishes each man with a list of 
his own customers to whom no more 
shipments will be made until pay- 
ment is received for past due bills. 
Salesmen have always assisted more 
or less in collecting slow accounts, and 
with the above additional information 
they can avoid wasted energy in send- 
ing in worthless orders. 

* * # 


Pacific Coast Merger 
The Washington Electric Supply 
Co., of Spokane, Washington, has ab- 
sorbed the Spokane branch of the 
North Coast Electric Co. 
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Remarks 22d 
~’? Other Things 


Published in the interest of a more complete fellowship with Jobbers’ 
Salesmen everywhere by the Benjamin Electric Mfg. Co. | 








Hallowe’en Two-Way Plug Prize 
Window Contest Big Success 


The Hallowe’en Two-Way Plug 
Prize Window Contest among our 
dealers was a most heartening and 
outstanding success. 

We had a pretty good idea that 
there would be a good measure of 
dealer acceptance of a drive on 
a good product, backed up by the 
right kind of incentive and win- 
dow trimming material. 


Our most sanguine expecta- 
tions, however, were far short of 
the deluge of returns we received 
from interested dealers immedi- 
ately after the announcement of 
the Contest was made. 

On account of the short time 
allowed, if there had been 500 
entrants in the Prize Window 
Contest we would have felt that 
this was a generous response. We 
ordered enough material to take 
care of our expected 500 windows, 
and within the first week after the 
announcement was made we had 
to order another 500 and then 
more and more until over 1,600 
window trims were furnished. 

All during Hallowe’en week pho- 
tographs of windows were arriv- 
ing, until when the judges closed 
the contest and sat in conference 
on the awards to the prize win- 
ners, they were literally snowed 
in. There were so many photo- 
graphs to judge and so many 
windows of a very high order of 
merit, that the judges found it 
difficult to determine the prize 
winners, which make us regret 
sincerely that we could not award 
a prize to everyone participating 
in the Hallowe’en contest. 

Many dealers frankly said that 
they were mighty glad to get the 
window trim and the idea, and 
that whether they submitted a 





PRIZE WINNERS 


Stubbs Electric Co., 
Portland. Ore. 

Second 
The Electric Sales Co., 
Columbus, Ohio. 

Third 
The P. & A. Elec. Sup. Co., 
Mansfield, Ohio. 

Fourth 
Seger Electric Co., 
Edison Park, Chicago, II. 


$10.00 Each 


Newark Electrical Sup. Co., 
Newark, 
Sixth 
Berkshire Electric Co., 
Pittsfield, Mass. 
Seventh 
Conklin Electrical Co., 
Ventura, Cal. 
Eighth 
Middlebrooks Elec. Co., 
Birmingham, Ala. 
Ninth 
Rumsey Electric Co., 
Philadelphia, Pa. 
Tenth 
National Electrical Sup. Co., 
Washington, D 
Eleventh 
Correll Electric Co., 
Columbus, Ohio. 
Twelfth 
White Electric Co., 
Berkeley, Cal 
Thirteenth 
Hattiesburg Traction Co., 
Hattiesburg, Miss. 
Fourteenth 
Knecht-Feeney Elec. Co., 
Mt. Vernon, Ohio. 


JOBBERS’ SALESMEN 


John E. Powell, 
Western Electric Co. Np 
St. Louis, Mo. 
Second 
M. A. Morrell, 
Graham-Reynolds Electric Co., 
Los Angeles, Cal. 
Third 
| A 
Sterling Electric Co., 
Minneapolis, Minn. 
Vourth 
E. Dimmitt, 
y ohnson Electric Supply Co., 
Cincinnati, Ohio. 











photograph or not they would be 
amply compensated by the oppor- 
tunity to dress their windows and 
increase the sale of Two-Way- 
Plugs along with many other ap- 
pliances. 

Of course, the most cheering 
note of all came from many deal- 
ers who, in submitting photo- 
graphs, attested to the sales im- 
petus that had been given to their 
stores. In every instance there 
was enthusiastic endorsement of 
the exclusive Benjamin features 
that made these Two-Ways so 
popular. One dealer sent word 
that it was intended to make a 
photograph of the window in the 
evening, but that when night 
came there was nothing left in 
the window to photograph. 

It will be noted that the prizes 

are well scattered, all parts of the 
country being represented among 
those taking first places in the 
opinion of the judges. 
' The Jobbers’ Salesmen tied in 
nicely, and we are glad to an- 
nounce the awards at this time as 
indicated on this page. 

It will be remembered that 
there was an additional $5.00 for 
each photograph submitted by a 
dealer entered by a Jobber’s Sales- 
man which was found to be among 
any one of the fourteen prize 
winners. 

It is singular that although the 
Jobbers’ Salesmen entered a good 
percentage of the 1,600 dealers 
who entered the contest, that among 
the photographs submitted only 
one, that of the Conklin Elec- 
trical Company of Ventura, Cal., 
drew a bonus for a_Jobber’s 
Salesman, Mr. M. A. Morrell of 
the Graham-Reynolds Electric 
Company, Los Angeles, Cal. 





Prize Winning Hallowe’en Bein 





Ist Prize—Stubbs Electric Co., Portland, Ore. 


Above-Newark Electrical Supply Co., 
Newark, N. J. 


Above-Correll Electric Co., 
Columbus, Ohio 


Below-Conklin Electrical Co., 


Ventura, Cal. Mt. Vernon, Ohio 
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Middlebrooks Electric Co. 
Birmingham, Ala. 
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Below-The Knecht-Feeney}Electric Co., 


2nd Prize—The Electric Sales Co., Columbus, Ohio 
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ie—The P. & A. Electric Supply Co., Mansfield, Ohio 
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Below-Rumsey Electric Co., 
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White Electric Co. 
Berkeley, Cal. 
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j Above-Berkshire Electric Co., 
1 ] } Pittsfield, Mass. 


Below-Hattiesburg Traction Co., 
Hattiesburg, Miss. 
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— 4&1 ate 
=? Good Odds 


oLecalet 3 No matter what kind of a proposition 
eee you are considering, 4 to 1 are good odds 


in your favor. They give you the “edge.” 


= . fl | 
BENJAMIN 
Two-Way Plugs 

give you these 4 to 1 odds this way: 


They are equal in price and superior in 
appearance to any other two-way plugs. 


They have exclusive Benjamin features 
not possessed by any other plug. 


They are mounted on attractive display 
stands—a new one with every 10 plugs. 


You can keep your investment low, keep 
your stock well balanced and increase your 
profit by combining purchases — any 50 
plugs give you maximum schedule discount. 


Trower ne BENJAMIN ELECTRIC MFG. CO. 
_ 847 W. Jackson Bivd., Chicago 
247 W. 17th Street 580 Howard Street 
New York San Francisco 


Pull Plug Toronto and London 
Cat. No. 292 





Ask our nearest office for full information about these unusual “Show and Sell’ stands 
and how to save and make more money on our maximum discount purchase plan 
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Reading from left to right: B. W. Haggard, sales; W. W. Crooker, sales; Wal- 


ter Clark, sales manager; Harry W. Long, sales, all of the Jas. Clark, Jr., Electric 


Co., Louisville, Ky. 


By the way just what kind of a “Henry” is that? 





Expose Yourself to Sales 

Like a quarrel, it takes two to make 
a sale. 

It takes the man who is willing to 
sell and the man who is willing to 
buy. 

And they have got to come together. 
If you want to get into a fight, go out 
with a chip on your shoulder among 
people who are likely to knock it off. 

If you want to make a sale, expose 
yourself to the people who are likely 
to make purchase and keep exposed. 


Large Stock of Ranges for 
Wesco Supply 

The Wesco Supply Co., of St. 

Louis, recently authorized the concen- 

tration of a large supply of electric 

St. The 

believes that the design it sells has 


ranges in Louis. company 
become reasonably standard and by 
limiting the stock to relatively few 
well-selected numbers it is. found to 
move rapidly and may be kept in or- 
der so that they can give dependable 


service for the popular sizes. 














Sales force of the Western 
right: W. H. MacCrellish, manager; C. 


Electric 


Co., Pittsburgh. In the doorway left to 
D. McClary, sales manager. 


Second row: 


J. C. Finnicum; H. D. Crawford; G. B. Confer; P. Jones; C. F. Borshneck; (Habir- 


shaw), and J. G. McNeely. 


Front row: W C. Robinson; H. P. Bergman; C. Ament; 
G. L. Randall; R. T. Dunn, and W. H. Reed. 





} 





ELECTRIC 
Sag C STEAM 


Hair Waver 
Meets the Demand 
of Every Woman 








Milady wants 
the exact size 
of wave that 
is most becom- 
ing to her in- 
dividual style 


The Sage 


Forms come in vari- 










































Waving 


ous sizes to produce 
just the size of wave 
desired. 


The Sage steaming 
pads protect the hair 
from direct contact 
with the heating ele- 
ments, thereby avoid- 
ing burning and 
breaking of the hair. 


The Sage steaming 
process sets the wave 
so that it stays in an 
unusually long time. 
The Sage Waver is 
both simple and 
compact. 


Mechanically and 
Scientifically 
Correct 
Its steaming process 
not only produces a 
lasting wave but is 
particularly benefi- 


cial to the health of the hair. 


Dealers: 
Write immediately for 
our special proposition 


Made by 
The Sage Manufacturing Co. 
5713 Euclid Ave. Cleveland, O. 








Patents pending. 


Cord and Steam- 
ing Pads are in- 
cluded in outfit. 
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New Code Rules Should 
Stimulate Sales 

192 National 
few 


The 
Electrical 


edition of the 
Code 


ago contains many innovations of in- 


issued a weeks 
terest to the electrical jobbing busi- 
the effect 
have on the electrical contractors and 


ness due to direct these 


dealers. 


Probably the most important of 


these changes are those that affect the 


rating of branch circuits, which for 


almost countless years have been 


limited (at least nominally) to 660 
watts, although for several years it 
has been permissible to use 10-am- 


pere fuses for them. The new rule 


(Section 807, paragraph d) dealing 


with this matter says: 
d. Branch circuits in general, and 
except as described below, shall 
fuses of no 


be protected by 


greater rated capacity than 
at 125 volts or less 


atl26 to 250 volts 


15 amperes 
10 amperes 
This is an increase of 50 per cent 
in fuse limitation for 110 to 125-volt 
circuits and 67 per cent for those from 
126 to 250 volts. 


not follow that it will be prudent to 


Of course, it does 


load up circuits to nearly 15 amperes 
on 110 volts because frequent blow 
ing of fuses is not only annoying, but 
that is, 
current 


old 


liable to lead to overfusing. 


use of fuses of excessive 


capacity and a revivial of 


troubles. 

Further light on this point is shed 
by the wording of paragraph f. of 
the same new Section 807. 

f. On a 

on either side of a 3-wire branch 
the outlets 


shall not exceed twelve (12) ex- 


2-wire branch circuit and 


circuit, number of 


cept by permission of the in- 


spection department. 
The old rule (23d) placed this limit 
at “no more than 16 medium-size or 


25 candleabra-size sockets or lamp 
receptacles, but the new rule speaks 
of 12 outlets and says nothing about 
the number of sockets or receptacles. 


To find out which is the more liberal 








requirement it is necessary to study 
the attached to “outlet.” 
which is defined in the new Code as: 


meaning 


A point on the wiring system at 
which current is taken to supply 
fixtures, lamps, heaters, motors and 
current-consuming devices gen- 
erally. 

We 


tures 


word fix 
that 


outlet thus defined is not a socket, as 


the 
show 


have italicized 


purposely to an 
was often contended formerly, but it 
is either a point where a fixture is 
connected or its is a receptable of the 
lamp or attachment-plug types. Since 
a fixture often has more than one 
socket, it is evident that according to 
the new rule the total number of fix- 
sockets 


easily exceed 16, 


receptacles may 
the former limit, 
than 12 outlets. 


ture plus 


without having more 
Another new provision along simi- 
lar lines is that in paragraph e of the 

same section, which says: 
e. Fixture wire or flexible cord of 
No. 18 or No. 16 shall be 


considered as properly protected 


gage 


by 15-ampere fuses. 


Receptacles for attachment plugs 

















(convenience outlets) are strongly 
recommended in order to facilitate 
the 
which, 


use of electrical appliances 


otherwise, must be con 


nected to sockets designed _ pri 
marily only as lamp holders. 
The last 


code as a fine-print note which 


sentence appears in the 
has 
not the force of an actual rule, vet 
it discloses the intent of the revisers 


in making so liberal a provision as 


paragraph e proper seems to be. 
Manifestly, if fixtures are used only 
for their primary purpose, it is not 
at all likely that any ordinary fix 
ture will be loaded up to 15 amperes: 
the wiring joining the various outlets 
of the branch circuit must be No. 14 
any way. 

It is clear that the framers of thi 
revised Code recognize that the great 
est source of trouble on branch cir- 
cuits comes from connecting appli 
ances and portable lamps to fixture 
sockets. To overcome this undesir 
able practice they are following the 
lead of the progressive elements in 
the industry itself by strongly recom 
of conven 


mending the installation 


ience outlets. (Turn to page 46) 





Most 
bunch 


anyone in 
from C. f. 


Michigan electrical 


R. E. Dresser, O. J. 


circles 
J. Litscher Electric Co., Grand Rapids. 
that’s an awful look Mac is giving friend Simpson. 


will recognize some friends in_ this 
We don’t know why, but 


Left to right. L. C. Darrow; 


Connell; S. C. MacNeil, and Chedell Simpson. 
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In Firestone Friction Tape 
the average separation is 15” 
per minute when a 4 pound 
weight is applied to a strip that 
has been wound on a 1” man 
drel under 1 tension of 1 
pounds Navy. specifications 
illow 30” per minute -under 


similar test 















After standard heat test—100 
degrees C for 24 hours—average 
separation of 15” per minute 
under a load of 1% pounds 
after being wound ona 1” man- 
drel under ae tension of 19 
pounds. Government specifica 
tions allow 30” per minute. 

















You and Your Customers Protected on Quality 
By Firestone’s Rigid Laboratory Tests 


Firestone Friction Tape stands for quality—absolutely guaranteed in 
every respect—perfect adhesion—tensile strength—resistance to electric 
current, long life. Hundreds of jobbers and dealers testify to these quali- 
ties. That’s why the sale of Firestone Friction Tape has increased fourfold 
in the past eighteen months. 


The Firestone Laboratory is not satished with ordinary tape. The sever- 
est possible tests are made—more rigid than are required by the Govern- 
ment, Navy, or big Electrical concerns. The finished material must be 
ready to meet any emergency that may be placed upon it. 


The public is familiar with the Firestone name—trust it for highest 
quality when they see it on the handy and attractive cartons in which Fire- 
stone Friction Tape is packed. And their satisfaction is increased after 
testing this quality by actual use. 


Firestone Friction Tape is sold by leading Electrical Jobbers. In addi- 
tion to standard Firestone cartons, it can be furnished under Jobber’s name 
or in bulk without cartons. 


Complete specifications and discounts promptly supplied from the Home 
Office at Akron, or from any Firestone Branch. 


Firestone 


FRICTION TAPE 
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Substituted— 
but unimproved 













LECTRICAL Porcelain was the 
first insulation. It holds the 
blue ribbon for length of service. 





Thirty-eight years of absolute de- 





PORCELAIN] pendability—and today it defies the 


EF 


most exhaustive attempts of com- 
petitors to devise a substitute that 
will improve or equal it! 





Pn 
Ss FOR 
PERMANENCE 


PORCELAIN 
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lectrical Porcelain is the 

most economical insula- 
tion. It is low in first cost 
and not subject to deteriora- 
tion. It will not rust nor 
corrode. It is not affected 
by heat nor cold, dryness nor 
dampness, acids nor vapors. 


Wedo not claim that several 
of the substitutes for Porce- 
lain cannot live up to some 
of these qualities in their early 
life. That is not the point. 
What Electrical Porcelain has 
beside inherent insulation 
qualities is a natural ability 


to keep those same qualities 
PERMANENTLY. 


Give a thought here to the 
subject of ‘Safety’ in house 
wiring. 


The one system of house 
wiring that produces the 
least hazard to life and prop- 
erty is the Knob and Tube 
Method. 


When we speak of SAFETY 
we speak of that quality in 
Electrical Porcelain in which 
it has neither competition 
nor company! 


And this is only one ex- 
ample of the advantages of 
the “old faithful” Electrical 
Porcelain! 


A NN em 





“ 


_ 


ORD” which closed on July 21st, 1923: 


ERE is a recapitulation of the results of a house wir- 
ing contest sponsored by the “ELECTRICAL REC- 


Estimates submitted on knob and tube job were approxi- 
mately the same in number as for armored conductor. 


Average of estimates using armored conductor $237.80. 


Average of estimates using knob and tube construction 


$189.00. 


Labor costs of armored conductor job varied from $44.00 


to $90.40. 


Labor cost of knob and 
$73.06, 


tube work varied from $27.00 to 


Material costs for armored conductor job varied from 


$71.27 to $128.25. 


Material costs for knob and tube job varied from $48.85 


to $107.34. 


It is evident from this that the Knob and Tube method 


proved the most economical. 


” 
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Now one of the most 
profitable of all 
electrical specialties / 


Dollars and cents 


talk! 


The Violet Ray has 
leaped into its pop 
ularity almost over 








night. Dealers re 
port it to be actu 
ally outselling 
many of the most 


profitable electrical 
appliances ! 


Kew other single 
lines are gaining so 
rapidly in popu 
larity and in actual 
sales volume. Doc 
beauty _ par- 
lors, and even the 
“beauty hints” 
umns in newspa 
pers and magazines 
working for 
you in recommend 
ing it and popular 
izing it. 


tors, 


col 


are 


Remember, there's 
no  servicuig ea 

?.€ 2 2 on a 
"Sal a, POM’ 4 
“Shelton” outfits 
embody the most 
advanced features, 


} 


and are made of 
high grade mate- 
rials. 

Our special dealer 
proposition makes 
these one of the 
most profitable of 


all electrical spe 
cialties 

Get this special 
proposition and 


our new catalog at 
once! There’s no 
obligation, and it 
will show you 
how and why 
other dealers are 
making bigger 
profits. A post 
card will do it. 


SHELTON 


ELECTRIC COMPANY 
NEW YORK CHICAGO 














If the industry in general, espe- 
cially the jobbers, contractors and 
dealers, adopt this improved practice 
by not only advocating but insisting 
wherever possible on the use of con- 
venience outlets, more wiring will 
be done, more receptacles and other 


sold, 


greater convenience and satisfaction 


wiring supplies will be far 
in use of appliances will result, and 
the sale of appliances will be stimu- 
lated as never before. 

The new Code is not only more 
liberal but it extends a helping hand 
to the the 

| achievement of a greater future. Con- 
| tractors and dealers must be taught 
why the 660-watt limit was abolished 


electrical industry to 


and how they can profit by the 
change. Jobbers and the jobbers’ 
salesmen must teach them for the 
mutual benefit of all concerned. 


* * * 


' Electrical Board of Trade Col- 
| lects Accounts 
The Board of Trade of 
New York, Inc., announces that it is 
prepared to collect all delinquent ac- 
counts for its members. This will be 
the Credit 
House, now serving over 51,000 man- 


Electrical 


done through Clearing 


ufacturers and jobbers throughout the 
United States. 

This plan will enable the electrical 
fraternity to secure the highest class 
collection service possible at no more 
(in most less) than 


cases expense 











sales force of 


the 
Electric Co., Otta- 
A. Butler, 
| A. H. Turner and John R. Meldrum. They 
i can talk entertainingly not only of elec- 

trical matters, but things in general, in- 
cluding the Canadian, Army 


wires on 
General 
Left to right. E. 


hree live 
the Canadian 
} wa, Ontario. 


when dealing with an ordinary con 
cern, 

By 
counts through the Electrical Board 
of Trade, members will help their 
organization financially, also enjoying 
the collection facilities of 40 branches, 
hundreds of resident adjusters and at 


Electrical Supplies 
| 


placing their delinquent ac 


torneys all over the country. 
* * * 


More New Devices in 1924 


In answer to questions asked of 
manufacturers, jobbers and engineers, 
the concensus of opinion is that 1924 
will be an exceptional year for new 
The 


very good reason given is that people 


devices both large and small. 


are not only sold on having all new 
electrical devices which will make life 
easier, but they are demanding more 
and more. The result is a speeding 


up in invention and manufacture. 
Also, incorporating all modern elec 
trical helps in new buildings or homes 
is gaining favor, instead of adding 
them later. 

* * * 


Credit Delinquencies Greater in 
Number But Average Less 
The accompanying tabulation shows 

the number of accounts reported to 

the Electrical Credit 
ciation by member manufacturers and 


National Asso 
jobbers during September, 1923, and 
October, 1923, as compared with the 
same months the previous vear, to 
the total 
average amounts of the delinquencies. 


Number of 


gether with amounts and 


Branch Delinquent 
and Accounts Total Average 

Month Reported Amount Amount 
Central Division 
Sept., 1922 882. $ 98,818.90 $112.04 
Sept., 1923 760 95,252.94 125.33 
Oct., 1922 872 102,465.56 117.50 
Oct., 1923 981 117,653.05 109.74 
New York 
Sept., 1922 530 78,739.00 149.00 
Sept., 1923 365 61,731.00 169.00 
ect... 1922 517 59,602.00 115.00 
Oct., 1923 442 77,479.00 175.00 
Philadelphia 
Sept., 1922 264 39,060.19 147.96 
Sept., 1923. 246 27,955.15 113.64 
Oct., 1922 262 24,609.19 93.93 
Oct., 1923 326 82,547.98 99.84 
New England 
Sept., 1922 124 13,045.43 105.20 
Sept., 192% 56 8,156.49 145.65 
Oct., 1922 80 11,223.14 140.29 
Oct., 192% 51 3,808.88 74.68 
Pacific Coast 
Sept., 1922 19 3,002.57 157.95 
Sept., 1923 26 6,998.20 269.16 
Oct., 1922 22 38,980.61 180.50 
QOct., 1923 23 5 804.78 252.38 
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DURADUCT 
Non-Metallic Conduit the 
original single wall loom 
with the roller- bearing 
wireway. First to be put up 
in boxes and first in Quality. 
Uniform winter and sum- 
mer. 


DURACORD 
Heavy Duty Portable Cord 


with a cover woven like a 
fire hose, is a tough, long 
wearing cord, ideal for drills 
and other portable tools, 
and for extension lamps. 


DURABILT PRODUCTS 


DURAWIRE 


R. C. Wire and Flexible 
Cord is a high grade pro- 
duct made from Quality 
materials by experienced 
men. Cords are put up in 
an attractive orange box 
with black border. 


DURAFLEX 


Armored Conductor is a 
safe product, made so by 
the fact that we make the 
wire for the inside ourselves 
and are thus assured of uni- 
form Quality. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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Philadelphia Home _ Electric 
Draws 1,500 a Day 
This is Philadelphia’s ‘Home Elec- 
on Wellesley Road, 
Associated Electrical 


located 

the 
The 
opened by Mayor Moore on Septem- 


tric,’ 
fostered by 
Industries. home was formally 
ber 27. The original plan was to run 
it until October 21, but the 


attendance caused the board of direct- 


heavy 


ors to keep the exhibit open an extra 
week. 

Although the exhibition of appli- 
ances and devices was not neglected, 
the 
on more convenience outlets and bet- 


main idea was to sell the public 
ter wiring. In each room a young man 
or woman quickly pointed out the elec- 
the 
ber of convenience 


trical features, location and num- 


outlets being em- 


phasized. 
Exelusive of children the attend- 
ance for the first week was 10,303, 


and a daily average of about 1,500 


people was maintained throughout the 
exhibit. The efficient method of han- 


dling ‘these crowds deserves mention. 
People were admitted in groups of 12 


or less, and remained in each room 


only three minutes, which was ample. 
At the end of the visit each person 
was requested to fill out a card with 


name and address. Each card bore a 








x 


of the 
drawings were made for the prizes, 


number and at the end day 
consisting of toasters, irons and other 
devices, the total value of which was 
$5,000. 


* * * 


Appliance Prices Threatened 


FE. B. Seitz, executive secretary of 
the American Washing Machine Man- 


ufacturers’ Association, addressed the 
National Electrical 
November 20 
His 


Tendencies in 


Central Division, 
Credit 
at the 
subject 
Modern 
Taking 


Association on 
Hotel LaSalle, 
was, “The 
Business.” 
the 
electrical appliances and business in 
Mr. Seitz stated that there 
had been a rush of 


Chicago. 


up relation between 
general, 
manufacturers 
The 


during the first half of 


eager to make appliances. re- 
sult was that, 
1923, 
raw material was imported by 


United States, 


an unprecedented quantity of 
the 
any 


without, however, 


disastrous results from overproduc- 
tion, 
Continuing along this line, Mr. 


Seitz made a 


answer to his own question: “Is there 


startling prediction in 


will 
His 


automobile 


any industry in America which 
halt or retard all our business?” 
that the 


business has overplayed its hand and 


answer being 





Philadelphia’s Home Electric 





liza 






cy 
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vel a 


that within a year dozens of auto fac- 


+. 
-@. 





tories will go out of business to the 
tune of a price war. 

This will affect the price and sale 
of appliances because the public will 
demand that electrical prices keep 
step downward with those of the mo- 


tor cars. Their argument will be that 


if Ford and others can continue to 
reduce their prices, the appliance 
makers can do the same. “Then, 


said Mr. Seitz in closing, “one of two 
Either the pub- 
lic will have to be convinced of the 


things must be done. 


fairness of our prices, or we will have 
to transport our goods from factory 
to consumer at less cost by some dras- 
tic change in methods of merchan- 
dising.”’ 


Every Sale a Different Problem 


An experienced and capable road 
“Tell 


in making your trips, do you pro- 


salesman was asked recently: 
me, 
ceed along certain routine or do you 
develop new sales plans and ideas to 
fit conditions as they arise?” 

This question was answered thus, 
in fact, 


“Everytime I make a trip, 


each matter how 


call I make, no 
many times before I have called on 
my prospect, I find a new way to 


proceed, or a better way to close my 
sales, to say nothing of increasing my 
business all the while.” 

Indeed, it is true. Each sale and 
each call presents different angles of 
approach; new and unexpected ob- 
stacles will arise and fresh stumbling 
blocks may be placed in your path. 
How to meet and overcome them is the 
potent factor in salesmanship. Neither 
we, nor anyone else can tell you what 
to do in all contingencies. The only 
thing we can try is to give examples 
how other men apply their ability. 
As an example: 

It is policy at times to put your- 
self in the place of the buyer, imagine 
his difficulties and think quickly how 
to render first aid toward the closing 
of a sale. 
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To Greater 
Profits 






$3.40 west of 
the Rockies 





TOAST-O-GRILL with its distinctive appear- 
ance, correctness of design and remarkable low 
price, draws a new and bigger market to you. 


Salient 
Features 


1. 110-120 volts, 660 watts. 


2. Size 9%” in diameter 
outside heating surface, 
4” high. 


3. Rolled Steel Base. 


4. Nichrome Heating ele- 
ment. Guaranteed for 
one year. 


5. Heavily Nickel Plated 
and Highly Polished. 


6. Six feet heater cord—as- 


Every home, of more than ten million, is a pros- 
pect for the wonderful value and the quality of 
the product make a distinct appeal to discrim- 
inating purchasers of electric appliances. 


TOAST-O-GRILL is a product, at a glance or 
after long use, is unmistakably taken for an ar- 
ticle that sells for twice the price asked. 


bestos covered — two- 

piece standard attach- 

ment plug. " 7 : 
ie ae AND TOAST-O-GRILL when compared with 

SE Sey: a similar appliance at even much higher price, 
8. C iti sl inal ee: : 

—" is its own salesman and bigger sales draw greater 


9. Packed in _ individual 
boxes—12 boxes to a 
carton. 


profits. 


Write for Details and Discounts to Jobbers 


10. Net weight, 4 pounds. 











ATLAS APPLIANCE COMPANY 
647 W. Jefferson Detroit, Mich. 
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It’s Open Season 








for this Business 





iI 
FOR COLORING Hi 


| 
il ||| CLtam camp rHowoucMet “i | 
DIP with CURRENT OW i 
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Keep well Contd 











In natural colored glass. 
Kasy to use. 


Blue Green 
Violet 


Purple Amber 
Canary Pink 
Frosting 


Packed in sizes ranging from 
list, to gallons. 


tor lamps. 


money 


VERY Christmas Season 
there’s a rush for color- 
ing fluid and frosting 

‘There’s good 

in this 


business tor 


the 


dealer 


whether he 


does 
ping 
or sells 
tluid. 


Crescent 
Coloring Fluid and Frosting 


gives lamps that beautiful rich color usually found only 
It has a brilliance all its own. 


Red Ruby 
and 


Dipping Cup furnished with each pint and quart. 


Ask your dealers ‘‘How About Coloring Fluid?’’ 
It will help you make your December Bogey. 


the dip- 
himselt 
the 


I%,-pint bottles at $1.00, 


/ or the next; 





a supply now. 


Better lay 


We're ready to make immediate express shipments on 
Crescent Coloring Fluid and Frosting. 


in 





ESTABLISHED 1904 


VALPARAISO 








| PECGILL/: 


MANUFACTURING CO. 


Electrical Specialties of Quality 





- INDIANA 








| smile, 

















Electrical 
Appliances 











As an idea of how this plan works 
out, a well-known salesman arrived in 
a large city a few weeks ago with his 


spring line. ‘The buyer, and_ the 
owner, of the only store he sold were 
that day in the midst of the 


inventory. 


January 
To the salesman’s request 
for an interview and a look over his 

“Can't you see 
Can't look today 
after 
tomorrow and [| will look over your 


line the man replied: 
I am stock taking? 
wait for me till day 


line.” 
This placed the salesman in a sad 
plight; he did not like 


request, 


to refuse this 
also, his advance postals were 
work 


mailed over his route for the 


and this delay would make a bad break 


After quick thinking he 
called at 
after letting you know 


in his plan. 
said, “‘Mr. 


my usual time, 


Brown, I have 


I was coming; do you think it fair to 


make my other customers wait till vou 








Here is one of the hard-working jobbers 
from Boston. His name is Sam Kaufman, 
and he spends most of his time managing 
the Union Electrical Supply Co., as presi- 
dent. He has just returned from his vaca- 
tion, which probably accounts for his 
although he has a reputation for 
having a sunny disposition. 
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—Quality Preducts 








HEMCO PRODUCTS 


Hemco Plural Plugs 


They are molded in one piece. 

They are made of CONDENSITE. 

They will not soften while burning hot lamps. 

They are not damaged by moisture. 

They will not crush if accidentally struck or dropped. 
They withstand jerks and blows. 

They will not come apart or short circuit. 


They are small, neat and compact, universally service- 
able. 


No mechanical fastenings mar their appearance. 


They are made with full brass shells and center spring 
contacts. 


They are factory tested and inspected. 


They are guaranteed mechanically and electrically 
perfect. * 


They are approved by the National Board of Fire Un- 
derwriters. 


They are packed in beautiful sales cartons. 
HEMCO Quality is protected by HEMCO Patents. 


Hemco Health Pads 


A remarkably high grade pad for use in homes, 
hospitals, sanitariums—wherever an electric heating 
pad is required for cases of sickness or in case of cold 
weather. Made throughout of quality material and 
guaranteed free from defects. Two sizes. Three heat 
size and single heat. Packed in attractive sales car- 
tons. 


THE HEMCO POLICY 


—Prompt Service 


—Sales Co-operation —Dealer Protection 


To every dealer and jobber who has helped to make 1923 the biggest year 
in HEMCO history, we extend the heartiest greetings of the season—A 
Merry Christmas and a Happy New Year. 


GEORGE RICHARDS & COMPANY 


557 West Monroe Street 


CHICAGO, ILLINOIS 
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HARTFORD | 
Time Switch 


The Hartford Time Switch of today is a better, a more 
rugged time switch and more costly to manufacture, than ever 
before. 


The special Seth Thomas marine type, eight-day movement 
has been strengthened, yet prices have not been advanced ; 





while your resale profit has been increased. 


The Hartford Switch has been standard practice for a 
quarter of a century and the better Hartford of today will fully 
meet the most exacting requirements of the electrical in- 
dustry. 


A wide range of capacities and types enables you to select 
just the right Hartford, and that Hartford will be the best 
time switch you can get for your customer’s particular purpose. 


My long-established policy of close co-operation with job- 
bers will be rigidly maintained. 


Hartford Switches in type and capacities that meet 98% 
of the demand, shipped from stock. 


Talk Hartford Time Switches to your 
contractor-dealer customers and urge them 
to go after the profitable business now avail- 
able. 












Get the latest Hartford Time Switch 


bulletins. 


A. HALL BERRY 


Sales Representative 


| and 





71-73 Murray St., N. Y. C. 











a 









Electrical 
Appliances 








have taken inventory, when the in- 
spection of my line will not take over 
one hour?” 

To this the buyer replied, “What 
do I care about your other dates; if 


you don’t want my trade, on your 


way.” 

This caused the salesman to bring 
into play, that which all true sales- 
Said he, “See 
here, Mr. Brown, leave off your stock 
taking for the time it takes to look 
over my line, and for every hour you 
give me today I will give you three 
tonight and help you inventory. I 
will ‘call off’ for you. 


men must possess, tact. 


Now, is that 
not fair! 

To this the merchant could only re- 
ply, “Indeed it is, and I will do so 
gladly.””. Thus a rebluff was turned 
into a decided advantage by the use 


| of a little tact. 


We rarely think without our imagi- 
nation, so you see how important is 
this part of the mind. But construc- 
tive imaginatign is meant that which 
builds up useful ideas—not dreamy, 
harum-scarum, false imagination. 

By using the imagination and by 
uniting thoughts and ideas we reason 
form judgments—and sound 
judgment is one of the great assets 
in salesmanship. 

If at time annoyances come, he who 


| wears the armor of enthusiasm meets 


and conquers and goes forth to con- 


| quer again. 


achieved 
nowadays, principally through hard 


In calling, success is 


and intelligent work. 












No, you are not gazing on Ty Cobb and 
John McGraw, although the resemblance 


is easy to see. These are two salesmen of 
the Northern Electric Co., Montreal, T. A. 
Lane (left) and Edmund Troy. Without 


any bouquets from us, their expressions 
show whether they are aggressive or not. 
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‘THE BEST GONGS MONEY CAN BUY” 





ENCLOSED TYPE FARADAY SIGNAL GONGS 


Nat. Code Standard 


Vibrating—Weatherproof—For Battery and D. C. Circuits 


FARADAY SIGNAL GONGS aare the 
Standard of the world today! For impor- 
tant signal work they save far more than 
they cost for they never fail! 


We call particular attention to the following 
important points of superiority. 


1. “High-Power” Armature.—Patented ‘‘High- 
Power’’ armature allows the keeping of armature 
in magnetic field up to the moment of striking the 
gong—twice the power of any other mechanism Model “A” 
made, 





2. Breakage of Springs Cannot Disable Bell. 


3. Insulated Mechanism.—Frame of bell carries 
no current at any time, as entire electrical mechan- 
ism is insulated from frame-casting. Bell may be 
mounted on metal without fear of grounding. All 
current-carrying terminals are mounted on Bake- 


lite Pads. 





Model “AT” 


4. Locking Side-Contact Post.—Patented split- Mode! “B” 


section side-contact-post compresses both sections 
against thread of contact-screw and positively locks 
with cone cap piece having taper thread; no in- 
juring of screw thread and adjusting to a thou- 
sandth of an inch assured at all times. 















5. Solid Trunnion Frame.—Solid trunnion frame 
cannot work loose or move in any direction. Im- 
proved slip-section, replacing old lock-nut or trun- 
nion frame, compresses against upper trunnion 

screw and no amount of jarring can loosen the Model “CW” 
upper bearing. 


ISFORAge 
<@ans MEp 


6. Non-Turning Contact and Binding-Posts.—Non- 
turning and non-loosening binding posts equipped 
with split steel lock-washers prevent connections 
from ever jarring loose. 


7. Contact-Points.—Contact-points are of Plati- 
noid or Platinum, as specified, and are always 
r plainly marked on both screw and spring. Platinoid 
Model “BT” Model “CWT” contacts furnished, unless otherwise specified. 


A. C. Transformer Single-Gong Faraday Enclosed-Type Bells 
For Operation on 18 Volt A. C. Bell-Ringing Transformer Circuits and 100 
to 250 Volt A. C. Light and Power Circuits, 25-60 Cycle 
For Sale by all First-Class Electrical Jobbers Throughout the Country 


MANUFACTURED BY 


STANLEY & PATTERSON 


250 WEST ST. NEW YORK 
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Lighting Equipment Market to 
Be Held in Chicago 


The next Lighting Equipment Mar 


ket of the Associated Lighting In 
dustries together with the lighting fix 
ture dealers’ convention will be held 
at the Hotel Sherman, Chicago, on 
January 21 to 26, 1924, This is ad 
vertised to be positively the “Biggest 
Show on Earth,’ embodying the 
“Billion Slogan Display” of — the 
“Notice the Lighting Equipment” 


Evidence that people have 
to 


the lighting is to be presented. Every 


campaign. 
been told one billion times notice 
time the slogan is printed, the num 
ber of impressions, whether it is’ in 


booklet, 


counted as so 


an advertisement. circular 


letter or what not, are 
many times that the slogan has been 
Send your record of impres 
W. Trott, 235 Gordon 
Square building, Cleveland, headquar 
of the 


dustries. 


seen. 
sions to F. C. 
ters Associated Lighting In 
ot the 
vention of the National Association of 


A condensed program con- 
Lighting Equipment Dealers which is 
to be held at the same time, follows: 


Hotel Sherman, Monday, January 


21 Registration, annual meeting, 
election of officers and directors. 
January 22 Address by Robert 


“Period Dis- 
the “Best 
Policy for Disposing of Slow-moving 
Stock.” 


January 23 


Parrish on Design.” 


cussions from floor on 
“Questions and Answers.” 

Address on “Exten- 
of Credit.” Address by W. R. 
McCoy on “Period Design.” Address 
by Robert Zanoth, president of the 
Netting Co., Detroit, on “Advantages 


for a Dealer in Promoting the Sale of 


sion 


Glassware.” 
January 24—-Motion picture by the 
Illuminating Glassware Guild show 
Ad- 
dress by Robert Parrish on “Period 
Address by C. H. Hofrich- 
ter on Results for 1923.” 
“Sales Skit,’ by Chas. Gainey, De 
Address by Plaut, 
president of the national council. Ad- 
Netting, Sr., on “‘Re- 


ing the manufacture of glass. 


Design.” 
“Slogan 
troit. Herman 


dress by C, Be 


sults in Detroit from Talking and 
Advertising 3 Per Cent.” Address 


by E. R. Gillet, Gillet-Hoehler Co., 
Toledo, on “Shop and Selling Costs.”’ 
Address by J. C. English, the English 


Co., Portland, Ore., on ‘‘Methods 
Used by Dealers for Remunerating 
Salesmen.”’ 

A new feature in connection with 


the dealers’ convention this vear will 
be 


show 


an educational exhibit. This will 


stationery, direct mail matter 


and other publicity prepared by 
as sales in conduct 


helps 
It 


clude books on lighting, design, in- 


dealers 
ing their business. will also in 
terior decoration and other subjects 
the dealer fa- 


miliar if he is to be the expert on 


with which should be 


lighting equipment which his com- 


munity expects him to be. 
a ae 


Sell Lighting Effects 
Than Equipment 


in 


Rather 


A man_ interested illumination 
was talking to the display man of a 
The dis 
play man called his attention to two 
baskets 
These had cost *50 each and were to 


be 


large men’s clothing store. 


elaborate of artificial fruit. 


used as decoration in the windows. 





They were a work of art and he was 
very proud of his purchase. No doubt 
these baskets of fruit will help him 
to sell clothing of this 
sort add an artistic touch which makes 


decorations 


the display more inviting. 
This 


because 


But the point is: 
baskets 
value to him. 
to look at, 


wanted them in his window. 


man pur 


chased the he could 


see their They were 


beautiful naturally he 

One hundred dollars worth of show 
window lighting equipment in_ itself 
would not look well displayed in his 


window. It it were installed there it 
would be hidden so that it could not be 
seen from the street. 


What the display man would have 


shown the public would have been the 


result—-a flood of white light or a 
fog of color. He would have created 
an effect that would have attracted 


attention to his window. 


Then why show or talk the equip 
ment to this class of prospect? 
Show the etfect—that 


wants to see. 


is what he 

Compared with the cost of window 
trimming, the cost of window lighting 
A store 


spends $1,500 we will sav for drapery 


is only a drop in the bucket. 





cde 
Loar © WESTERN ELECTRIC 
LIGHTING UNITS 

ORD ELECTRIC CO 


INSTALLATION » New D806 Cougy 





ag eee 
= een 





Two car loads of glassware for the New Park Square building erected in Boston 


sold by two Western Electric salesmen, J. 


H. MacMullan on the left and H. Cairnie 


on the right. Both are of the Western Electric branch of Boston. 
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A Christmas Card from A. Tork Clock 


GUESS you will be busy from now until 

December 31st making your sales records 
look pretty, so lam not going to bother you 
with anything very serious. 

One day the artist who makes pictures of 
me got gay with his pencil as you see above. 
Ever since he found out that 11 increase the egg 
supply by waking chickens up at “3 O clock 
in the Morning,’ he has been humming that 
old tune whenever he looked at me and I sup- 
pose he had to get it out of his system some- 
how. 

It’s the only thing I have handy for a 


Christmas card and I hope that I have done 
my bit to help make your Christmas as merry 
as I look. If you need any thing special from 
me in order to wind up the year right, just 
get off a letter to the Tork Company, 8 West 
goth Street, New York, and Lam sure the boss 
will do his merry best to get information to 
you or shipments to your customers— which- 
ever you want. 

The fact that I turn electric lights on and off 
regularly and that I am both simple and rea- 
sonable, is important to a lot of people at this 
time of the year. 
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Electric Light Fixtures 


Constant watch is maintained for new de- 
velopments so that the jobber may keep 
abreast of conditions, not only as they 
affect our line, but to meet the general 
requisites of his business. 


R. WILLIAMSON & COMPANY 
CHICAGO, ILL. 
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100% Jobber Policy 


Underlying the Williamson Plan of Mer- 
chandising Electric Light Fixtures is a 
policy of 100% jobber co-operation. That 
is why it is meriting and receiving the con- 
fidence of our jobbers everywhere. 


R. WILLIAMSON & COMPANY 
CHICAGO, ILL. 
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The tremendous purchas- 
ing power of 9000 promi- 
nent buyers of electrical 
products will be directed 
to the advertisers in the 
1924 edition of the EMF 
Electrical Year Book—be- 
cause, these purchasers use 
the EMF when they are in 


the market! 














There is still time to be 
represented in the ““Who’s 
Who in the electrical in- 
dustry.” 


Write today for particulars 


Electrical Trade 
Publishing Co. 


53 West Jackson Boulevard 


CHICAGO 








» Baltimore from int ¢ 












| Illumination 


















materials for window background 
which can be used for only one season. 
This same window could be equipped 
with an up-to-date lighting system for 
approximately $1,000. This back- 
ground has to be changed regularly 
while the 
for 12 vears. 

Isn't it time that the electrical in 
dustry proved to the merchant that a 
lighting effect can sell more goods 


sis a basket of fruit? 


lighting need not be changed 


* * * 


“Stopping Power” of Window 
Light Intensities 

A down-town women’s wear store 

in Cleveland had two 24 ft. windows 

identically alike and s 

wide doorway. The lighting was ar 


separated by a 


ranged so that any one of daw: > light 








H. A. Shepherd of the Shepherd-Flu- 
harty Electric Co., Baltimore, 
Shepherd is one of the oldest jobbers in 





having been in business about 30. 5 
He was also one of the first members of 


the Electrical Supply Jobbers Association. 
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THE BEARDSLEE LIGHTING REVIEW 


A merchandising newspaper for the busy fixture dealer V/ 





Ample Facilities for All Needs 


It's a long step from a simple ceiling light 
costing a half-dozen dimes to an elaborate 
cathedral chandelier costing several thousand 
dollars, while in between are thousands of 
fixtures for various lighting requirements; but 
all of them are made in the Beardslee plant 
and Beardslee advisory service on selection 
ind installation is available to all Beardslee 
dealers on request. 





Briefly: no matter what the dealers’ require- 
ments are, whether a thousand simple brack 
is, complete equipment for a home, or one 
arge, ornamental design for a_e cathedral, 
Beardslee is prepared to meet the require- 
nents at prices consistent with quality and 
yorkmanship The few pieces illustrated on 
this page do not in any measure portray this 
diversified service, but they do show some ot 
the lines that are easily merchandised 


Minuets for Bed Rooms 


One of the popular Minuet 
designs used in bed rooms 
ind small rooms Re Cis 
egularly furnished in a 
combination of two finishes 
ising colors that may be 
chosen to harmonize with 6 
any particular color scheme. 


Brackets are made to match M—0104 


Low Price Utility Bracket 


A utility bracket always car 
ried in stock with many othe: 
designs shown in Catalog S- 
There are almost innumerable 
uses for this type of low priced 
bracket Some dealers’ buy 


S6—366 them in hundred lots 


Useful Ceiling Light 4 


This simple ceiling light, 

though often used in unimport- 

ant locations and enjoyed an 

enormous sale, has contributed 

more than its share in the build- is 
ing of Beardslee’s reputation. It 
is low priced, always carried in 
stock and may be equipped with 
the Beardslee quick acting holding bar for 
easy installation. See Catalog S-6. 


S6—256 
















The Carton Line 


This is one of the 
Beardslee “C’’ or carton 
line of fixtures, carried 
in stock, packed in in- 
dividual shipping car- 
tons, ready for immedi- 
ate shipment The com- 
plete line including de 
signs for every home 
lighting requirement is 
illustrated in Catalog 
C-1 and may be ordered 
through your jobber 


Catalog 
Number 


Each chandelier and 
bracket is completely as 
sembled and wired and, 
with the nec- 
essary glass- 
ware or can- 
dles, is packed 
in one strong 
shipping car- 
ton — plainly 
labeled. 


All of the exposed metal parts of “CC” line 
fixtures, such as canopies, chains, hooks, bodies, 
sockets, husks and arms, are made of. solid, 
heavy gauge brass and are given a true 
metallic finish—an antique sand blast with 
polished high lights which retains its lustre 
indefinitely. 





218 South Jefferson Street, CHICAGO, ILLINOIS 


The Sheraton 


Since their inception, 
Sheraton designs have 
proven exceedingly pop- 
ular for the better class 








ot homes The one Coteten 
sketched is often pre- Number 
ferred for dining rooms M—j1 


Note particularly the 
light and graceful ap- 
pearance of this design 
srackets to match it 
and other designs are 
shown in the Sheraton 
and Minuet 
book 

Several of the 
model elec- 
trical homes 
in various 
parts of the 
country have 
been equipped 
with Sheraton 
designs which 
have invari- 
ablv won 
favorable 
comment. 


m 
a! 


Glassware Stock 


Many dealers are 
happy to Know that 
Beardslee carries a 
large stock of illu 
minating glassware 
in Chicago This 
service has proven 
B1801 exceptionally helpful 

to dealers since all 
of the patterns illustrated in Catalog S-6 are 
onstantly in stock 


Bracket for Shaving 


Regularly finished in polished nickel 
and having a porcelain pull socket 
within the candle this bracket looks 
good in bath or kitchen There are 
others shown in the utility section 
of the Sheraton and Minuet book. 


Not Cataloged 


The back plate of this 
bracket is a fine example of 
ornamental cast brass— 
regularly furnished in Sher- 
aton gold and black finish, 
the basket of flowers being 
in colors Chandeliers, ceil- 
ing designs and brackets in 
this line are not cataloged 
but dealers may have 
photographs on request 
All Beardslee salesmen can 
show them. 











A Porch Aristocrat 


There is nothing distine- 
tive about a porch ball but 
here is a real bronze metal 
bracket at a very reason- 
able price which will set off 
any porch or entry to ad- 
vantage Plate 386 of 
Catalog S-6 shows this and 
other porch lights made of 
bronze. 


S6—430 


A Price Beater 


When finished in white 
enamel and equipped with a 
pull switch the small size oft 
this ceiling piece makes a 
kitchen light hard to beat 
and especially so at the price 
quoted The 12”, 14” and 
16” sizes are excellent for 
commercial work Ask for 





E23—347 


descriptive circular and dealer prices 











Light the Kitchens 


Famous as the origina 
light for ““The Workshop of 
the Home.” It's a small 
model of the regular Der 
zar shown in Catalog D-7 
A Baby Denzar on ever 
home lighting job turns 
No. 45D customers into fy! 
Baby Denzar fact a_ kitchen 
campaign gives th 
an excellent entree into many o the best 
homes and enables him to sell new lightir 
equipment for other rooms 


Easy to Sell 


A companion piece to E23- 
347 shown at the bottom of 
the middle column Beards- 
lee makes this unit in vari- . 
ous sizes to take Mazda C 
and C-2 lamps and on a 
lighting job where good illu- 
mination and low price are 
the important items, F22-113 
has a decided advantage 
The glassware shown as well 
as several other ,patterns, in 
Various sizes, are carried in 
Chicago stock The metal is 
finished in oxidized 
and the unit furnished wired 


complete with socket. With 4” 
fitters, 19” and 12” glassware 
is used and with 6” fitter, 14” 





—_— = 





bronze 


and 16 slassware 
Write for circular and deale) 9 2 
prices F22—113 


Modernize Old Fixtures 


This is the famous Adapta 
Unit which s furnished 
with 12” or 14” light 
density, opal glass bow!s 
The Adapta Unit fits 2), 





or 314 10lders and pr 
vides modern lighting to 
hundreds of prospects 

who will not buy a con 

212R plete unit but who a 
Willing to replace the old 

open shades with modern equipment Writ 


for circular and prices 





An Every Day 
Reference 


For the dealer 
who carries a 
small stock and 
sells to homes, 
stores, schools, 
offices, etc., etc 
there is no 
more ready ref- 
erence and 
lighting fixture 
sales book than Cmicaco USA 
Catalog S-6 

Always keep a 


24 HOUR SHIPMENTS 
copy handy on 


your counter. Z 


The Lighting Library 
The Sheraton and Minuet Book — ‘” : 


in distinctive lighting fixtures tf 
Prices are moderate 


Catalog A—TDinty sto ns 
ing suggestio 





CATALOG 


S-6 







BEARDSLEE CHANDELIER Mro.0o. 











signs of artistic excellence 


Catalog C-1 —. Illustrates a lass of fix 
tures that Se eadily to 
modest homes and apartments—packet init 
cartons 
Cataleg O-7 — featne in nome. 

treatise or ghting st 
offices, schools, banks, public buildings, show 
rooms, et¢ 
Make sure now that you have a clean 
of each of the above catalogs t f 
needed 








CLIP AND MAIL US ITEM IN WHICH YOU ARE INTERESTED AND WE WILL SEND YOU FULL PARTICULARS 





BEARDSLEE CHANDELIER MFG. CO., 218 South Jefferson Street, CHICAGO, ILLINOIS 
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“RED SPOT” 


HANGERS 





The success of the 
Wakefield ‘“‘Red Spot” 
Hanger is based upon 
high quality and low 
price. If you can 1n- 
duce the customer to 
specify quality, you 
don’t have to worry 
about price. 























: anion everywhere are inducing 
Architects to adopt the Wakefield 
When a 
job is let under this specification the 
Jobber can bid on Wakefield “Red 
Spot” Hangers and know that he is “in 


Specification printed below. 


the running” and sure of a profit. 


xtra copies of this specification will 
be sent free. 


. WAKEFIELD 


SPECIFICATIONS FOR 
CHAIN HANGERS 


Canopies. 

ants to be not less than 534” diameter, 3” deep 
and made of 22 B&S gauge brass, with ade- 
quate slip ring and set screw 

Holders. All holders for single light pendants 
to be of 22 B&S gauge brass and equipped with 
three holder screws having beveled ends or 
other approved safe holding device. Sockets 
must be located at, or adjusted to, the position 
required to bring lamp in proper relation to the 
glassware specified. Holders for 200-watt 
units or larger to be equipped with a means or 
device to compensate for lack of balance in 
glassware so that complete units shall hang 
even. 


All canopies for single light pend- 


Stems. All stems to consist of solid cast brass 
loop tapped for 14” iron pipe nipple, 24 B & S 
gauge brass casing and 14” x 3” iron hickey. 


THE 


F. W. WAKEFIELD 
BRASS COMPANY 
Elberta, St., Vermilion, O. 


Pacific Coast Representatives: Geo. A Gray Company, 
Los Angeles and San Francisco 
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WAKEFIELD 








, 40 and 100 foot-candles 
might be sino on at will in either 
window. Displays of about equal at 


ing levels, 1 





















traction value were installed in eac| 
window. One was lighted to 15 foot 
candles and the other to 40 foot 
candles. People who stopped and 
looked at each window were counted 
At the end of half an hour the light 
ing levels were interchanged—40 foot 
candles were turned on in the window 
which had been operating at 15 foot 
candles and the intensity in the win 
dow which had been lighted to 40 foot 
candles was reduced to 15 _ foot 
candles. People who stopped at eacl 
window were again counted. Thes 
tests were carried on for many nights 
and the relation of all three levels of 
lighting were obtained on terms ot! 
number of people stopped. 

_ At 40 foot-candles 22 per cent mor 
people were stopped than at 15 foot 
candles. At 100 foot-candles 42 per 
cent more people were stopped 
Lighting costs including lamps, cur 
rent and depreciation on_ lighting 
equipment were, respectively, 8, 13. 
and 18 cents per hour for the thre 
different lighting levels. For every 
dollar per hour of net profits result 
ing to the merchant from his windows 
at 15 foot-candles, his hourly window 
profit is increased by 17 cents net bs 





increasing his window illumination to 
10 foot-candles, or 32 cents net by 
going on up to 100 foot-candles. 
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S. F. Swarr, general manager of Hughes- 
Peters Electrical Co., Columbus, Ohio. 
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HROUGH our national adver- 

tising, we are conducting a local 
advertising campaign simultane- 
ously in every city and in every 
county of the United States. 


It is even more than local advertis- 
ing, for it carries into each locality 
the consciousness of the national 
prestige of Jefferson Lamps. 


To you, this combination of medium 
priced quality product, prompt ser- 
vice insured by very greatly in- 
creased manufacturing and storage 
facilities, and the most pretentious 
advertising campaign ever under- 
taken by a lamp manufacturer—to 
you, these three features mean 
is : 4 ee assurance of greater demand, quicker 
» Notice the and more profitable turn-over, no 
mark-downs, no force-outs. 


Lighting Lauipment : : ? If you are interested, write for our 
ner 4 new catalog and details of our plan 

N the spirit of whole- fe . of co-operating with the dealer. 
hearted co-operation : : 

and in appreciation of 

the dealers’ position, we 

are gladly assuming our 

share of the burden of 

making the consumer 

notice the lighting 

equipment. We be- 

speak for our salesmen, 

when they call upon 

you, the same spirit of 

co-operation and ap- 

preciation of their 

efforts. 
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THE JEFFERSON COMPANY 
Follansbee, West Virginia 


Please send me your new catalog 
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Name 


Street 
Address 
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A Hollyhock Garden 


es,with 


A Garden In Spring 
better grade Boudoir 


(>, 


LX 


* Rites City 
$ s L 


8” Shades, at 


$3 $6 
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Larson Meets Problems With 
Ideas 
It is news that the transfer of 


a large stock and personnel to a new 


ho 


attended by 
How 


to H. Larson, presi 


location is necessarily 
many obstacles and problems. 


ever, according 


dent of Inland Electric Co., of Chi 
cago, the cloud has a silver lining in 
the form of the ideas which blossom 
to meet those very problems. Mean 
ing that when confronted with diffi 


culties the mind speeds up and yields 
ideas which mean much to the future 
oft the 


business, 


Some of the things to be worked 
out at Inland’s new plant were store 
lighting, disposal of stock, a system 
of order handling suited to the new 
conditions, speeding up the buying to 
care for changed requirements, proper 


display fer lighting units and special 








This shows the close co-operation be- 
tween the buying and selling end of the 
jobbing business. The buying end being 
represented by A. S. Saunders, purchas- 
ing agent, on the left, and the selling end 
by C. G. Horton, sales manager, on the 
right. These gentlemen are with the R. V 
Pettingell Electric Supply Co. of Boston 


ties, easy handling of heavy stock and 
so on, ad infinitum. 


Among the solutions of the various 


questions deserving special mention 


is the method of handling a cus- 


tomer’s order. <Aiter credit is ap- 
proved all notations and clerical 
operations are performed on the 


baleony over the store and shipping 
room. Thus all people working on 
the order can compare notes, and it 
stays there until ready for billing. 
Another important move is the ab 
solute segregation of all slow-moving 
will be left at the old 
Franklin This 
separation will not only keep the fast 
but 
will facilitate special efforts to dis 


stock, which 


warehouse on street. 


stock from being cluttered up, 
Slow-moving 
bad stock. 


There is a place and a use for all of 


pose of this odd stuff. 
stock is not necessarily 
it, but the market can only be reached 
by a concerted push on the part of 
everyone from stock to the road men. 

A steel 
alley to cellar, but of course that is 
Mr. 


Larson went a step farther, however, 


chute was instelled from 


more or less regular equipment. 


and put in a porthole through which 
conduit can be handed from the cel 
lar into the alley and loaded direct 


Both 


ache saved by this in a vear will be 


on trucks. the time and back 
appreciated by anyone who has han 
dled pipe. 

The 


consists of units carried in stock, en 


store and showease lighting 


abling the salesmen to demonstrate 
not only 
There is 


also being constructed on the second 


convincingly — illumination 


sold, but used by Inland. 
floor a display room for Brascolite 
commercial lighting units exclusively. 
This room will have an entrance from 
the main stairway as well as one from 
the office. This display will be plainly 
visible from the elevated trains out- 
side. 

Speaking of the elevated reminds 
us of the sales and advertising value 
of this location especially as it is in 
front of a station platform used by 
thousands of people daily and facing 











several hundred 


The 


of this lies in leading some people di 


trains which carry 


thousand each day. sales value 
rectly into the store; advertising value 
in impressing the firm name and loca 
tion on the minds of regular elevated 
passengers. Mr. Larson is tying in 
his advertising with these natural ad 
vantages. It will also be noted that 
the building front and the signs are 
to be overlooked. 


such as not 


* * * 


Filling Cord Orders from Spools 

A: H. Feitner, of the Newark, 
N. J of the Parr Electric 
Co., has a way of cutting wire and 


.. branch 


which will 
The idea of 


putting spools on an axle of pipe is 


cord from spools save 


much time and energy. 


not new, but this application is some 








“ : *" 








Myron J. Bloss, shipping clerk of the 
Springfield branch of Wetmore-Savage. 
Mr. Bloss is noted for his congeniality and 
for the way in which he is cultivated by 
the salesmen of his company. 
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The Hidden Detail 


Back of the most carefully planned light- 





















ing effects is the dependence placed upon 
the wiring of the house. Using just any kind 
of wire means difficulties in the construction, 
and the possibility of trouble to the house- 
holder after the job is finished. Using a de- 
pendable standard wire insures satisfaction 
to everybody concerned, contractor, archi- 
tect, owner, and even the workmen who in- 
stall it. 


Choose which kind of work you will stake 
your reputation upon and remember that the 


PARANITE label means thirty years of 


leadership in wire manufacture. 


Indiana Rubber & . 
Insulated Wire Co. 


Jonesboro, Indiana 


Ch'cago, 810 Marquette Bldg. iF IT’S RA 7 E IT’S RIGHT 
New York, The Thomas & Betts Co., 63 Vesey St. 
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Price $15.00 
Color-Lite $3.50 












- Purchases & Stock 








what different. As shown in the illu- 
stration, a piece of half-inch pipe is 


| mounted on supports in such a way as 


not to slip or come off, but so it can be 
lifted for putting on and removing 
Place axle as 


the spools. on this 


many spools of fast moving cord or 


| wire as possible considering weight. 


| The 


ask ’em to buy 


Flood-O-Lite Jrs. 


and Color-Lites 


Flood-O-Lite, Jr., sales are in- 
creasing by leaps and bounds in 
every section of the country. The 
eagerness with which this mod- 
ernized display lighting unit has 
been adopted by leading retail- 
ers, makes it a highly profitable 
item for dealers. 


Swell your order book by asking 
your dealers to buy Flood-O- 
Lite, Jr. Let them know you are 
in a position to supply this popu- 
lar display lighting equipment. 
Suggest that they install them in 
their own windows; demonstrate 
them in retail display windows 
and sell them to merchants. Lib- 
eral display advertising in elec- 
trical dealer mediums paves the 
way for you. Now is the time 
to cash in on Flood-O-Lite, Jr. 


business. 


Mail the coupon 


Reflector & Illuminating Co., 
575 W. Washington St., Chicago, Illinois. 


I want to be able to quote prices and ‘dis- 


counts to my dealers regarding Flead-O- 
Lite, Jr. Mail price sheets with jobber and 
dealer discounts and other data on Flood-O- 
Lite, Jr., at once. 

Name 

Address 


used in 


making up orders for odd lengths is 


regular winding reel 
then placed in front of the spool 
wanted and:the order filled. 

This system can be varied to suit 
ry’ 
The 


scheme would prove especially valu- 


space and other requirements. 






Cord Ovders Quickly Filled 
This Way 


able in filling orders for lamp cord, 
hard service cord and magnet wire. 
The latter is taken from spools in 
coils from No. 16 up to No. 10. 


* * 


Shelves and Bins on Wheels 


Inland Electric Co., 16 South Wells 


* 


| street, Chicago, have introduced in 


| almost unlimited possibilities. 


their Mazda lamp stock an idea with 
After 
checking up on the size and shape of 


| lamp packages, they built a number 
_of racks eight feet long, eight feet 


high and 40 inches deep. Each rack 


| was then mounted on four iron truck 


| wheels two and one-half inches in di- 


; 


ae, 





ameter, the final result being a stock 
of lamps which could be shifted about 
the floor at will. 

These 
back, 


strength and lightness. 


racks are open front and 


combine 


to 
The boards 


and are made 
are-spaced about one inch apart, giv- 
ing the.effect of a coop or crate. This 
idea may be varied and enlarged upon 
indefinitely. ‘The wheels should in all 
cases be small in diameter and broad. 
the 


able bins can be changed as to ma- 


Otherwise construction of movy- 


terial, size, number of shelves, etc.. 





to suit individual needs. By making 
them more substantial, they can be 
used on a strong floor for much 
heavier goods than lamps. 


Some of the items readily adaptable 








A Stock Bin on Wheels 

to this lighter style of rack are pack- 
age fixtures, reflectors, portable 
lamps, loud speakers, heating goods 
and any package material of ordinary 
weight. In addition to the ease of 
shifting stock about when change of 
position is desired, these racks will 
save untold lost motion and handling. 
Incoming goods can be checked and 
loaded on the shelf at the elevator, 
then wheeled down the floor to their 
proper place. In 
racks could be moved from one floor 
to another. 


some houses the 


To sum up, the basic idea is to put 
From 
that beginning many variations will 
result, all tending to lighten labor and 
save time, thereby improving service. 
This, after all, is the mark at ‘which 
we are shooting. 


shelves and bins on wheels. 








A pair of hustlers of the North Coast 
Electric Co. at Tacoma, Wash. F. C. Phil- 
lips on the right hustles the orders in and 
H. C. Hause hustles them out. 
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Rigidity is most important in gang switch boxes. 
sections fit loosely, look for trouble. 


Where the 


Stiffness of construction is secured in gangs made up of “Gem” 
Sectional Switch Boxes through interchangeability of parts so 
perfectly designed and made and so exactly alike, that they fit 
as perfectly on a box made years ago as on the box of which 
they were a part. Rigidity is further obtained by a clamping 
device that holds with a vise-like grip. 

Permanent and reliable connection between various conduits 
is assured. 

To make a gang from “Gem” boxes you simply remove one 
side of a single box by loosening a screw, add the required 
number of units and replace the side. This gives you a gang 
box that, to all intents, is a one-piece unit. 

The box is then ready to install in either new or old work. 

The conduit outlets are effectively closed with knock-outs that 
can be easily removed with a single blow of a hammer. 

Furnished regularly with a smooth, heavy, black, rust-and- 
acid-proof insulating enamel. 

The ‘‘Gem” line includes boxes in designs and sizes to meet 
all requirements. ; 


Ask for Catalog No. 29. 
NOTICE TO JOBBERS AND DEALERS 


“Gem” Switch Boxes are protected by U. S. Letters Patent. 
Beware of imitations. 

All infringers will be vigorously prosecuted. 

The genuine boxes bear our trade mark ‘‘GEM”’ and are packed 
in individual green cartons bearing the name. 


CHICAGO FUSE MFG. CO. 


Vanufacturers also of Outlet Boxes, Cut-out Bases, 
Fuse Plugs, Fuse Wire, Automobile Fuses, Renew- 
able and Non-Renewable Fuses 


Chicago New York 


Covered by U. S. Patents Nos. 950502 March 
I, 1910, and 1016925 Feb. 13, 1912. 
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Ask Your Contractors and Dealers 





Locknuts 


Fish Wire 

















Steel City & 


PITTSBURGH 


Floor Boxes 


This Important Question! 


‘Which is the more profit- 
able, to trim your price and 
the number of convenience 
outlets or to recommend 
more convenience outlets 
and ask a_ corresponding 
price?” 


Ask every contractor you 
meet. It’s a sure thing they'll 
say the latter is the more 
profitable. 


And it is. But it takes real 
constructive selling to suc- 
cessfully point out why there 
should be more convenience 
outlets in the building. 


Sell your contractors on this 
idea. Show them the way to 
successful selling. It means 
the sale of more wiring de- 
vices for you and a greater 
profit for the contractor. It 
means satisfied customers all 
along the line. 


Steel City Wiring Devices 
are of the highest quality. 
Recommend that your con- 
tractors specify and use this 
line. 


Write for your copy of our 
new Catalog No. 34—F 





PENNSYLVANIA 


Clectric Ca 














Purchases & 
Stock 














Here is the downstairs bunch from the 
Erner & Hopkins Co., Columbus, Ohio 
Left to right: Chas. A. Place, manager, 
retail Gainaday sales department; J. R. 
Mossgrove; D. J. Robbins; H. W. Bohlan 
der, and L. A. Pixley who sells Kelvina- 
tors right off the ice. 





Carter Electric Succeeds With 
Kitchen Lighting Campaign 
A daylight kitchen campaign was 

carried on for six days in Hartwell, 

Ga., by the Carter Electric Co., At 

lanta, and the Georgia Railway & 

Power Co. with excellent results. One 

out of every three houses in that city 

was sold, thus proving that the small 
town resident is as live a_ prospect 
for good lighting as is the man in 
larger communities. A similar cam 
paign is to be carried on by the 
power company in other cities in its 


territory. 














At last we can show the supply sales 
force of the Canadian General Electric Co., 
Toronto, Left to right: W. U. McCarney; 


| R. M. Murphy; E. M. Ansley; R. Rose; 


| 
| 


A. W. G. Brookes; C. S. Barthe, director 
of supply sales; F. A. Mahoney; H. Ebert, 
and H. S. Perrott. 
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complete offering of 


CONVORDONOE 
OOMOENS 


T-SLOT-SHALLOW-IYPE 


(Omposition and Foreelain 



























They have the “parts,’’ they have the 
appearance. They have the name—and 
what that says for the workmanship. 





The Shallow Line ot 
Flush Receptacles sup- 
plements the Shallow 
Line of H © H Push 
Button and Tumbler 
Switches—completely 
providing for thin par- 
tition wiring. 


Rugged terminals; solidly anchored con- 
tacts. Neat designs and careful finishing. 
A little pride in the job of manufacturing 

-which the contractor shares in installing. 
But for all of that, the net price is exceedingly 
low. You can use this product of H&H ona 
competitive-bid basis, every time. For cata- 
logue numbers, list prices and the like, write and 


Get the Convenience Outlet Folder 


















THE HART && HEGEMAN MrFa.Co. HARTFORD, CONN. 
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How to Sell Radio to the Farmer 


Dealers Must Call on Farmers, Demonstrate and Use Service Argument 


By MEADE BRUNET 


District Sales Manager, Radio Corp. of America 


f i ‘O understand the farmers’ needs; 
to be able to demonstrate the ease 


with which those needs can be 
to 
proach the farmer, are the secrets of 
success in the sale of to the 
Tillers-of-the-Soil. 


Those who live in the open places, 


satisticd, and to know how ap- 


radio 


removed from the centers of industry, 
have peculiar requirements—the re- 
sult of their occupation and environ- 
These be 


studied by those who would sell them 


ment. should carefully 


radio. 
The success of any doctor lies in 
his ability to diagnose a case and then 


So 


success of any dealer who wishes 


to apply the required remedy. 
the 
to sell radio to the farmers depends 
to 
needs and to be able to satisfy them. 


on his ability understand their 

To do this, one without actual farm 
experience must be able by the use 
of to 


the farmer. He must appreciate the 


his imagination, work with 
discomfort of plowing for days under 
the blistering sun; anxiety over the 
possible failure of corps; the physical 
strain of the harvesting of the crops 
and the numerous other important ac- 
tivities that must be crowded into the 
farmer’s day. 

Living the life of a farmer, if only 
in the imagination, will reveal many 
heretofore hidden 


uses for radio on 


the farm. Is the farmer sowing the 
proper seed in the best field; is he 
taking the necessary precautions to 
insure a good crop; is he shipping his 
and live-stock to the best 
market; is he getting the price to 
which he is entitled, are but a few 


grain 


of the many questions to which every 
farmer will have to have the correct 
answer if he wishes success. 

Every progressive farmer wants to 
get the most for his labor and will 





undoubtedly be interested in anything 
that will help him in that direction. 

The takes these 
nomic advantages of radio into con- 
the 
farmer has a mighty weapon at his 


dealer who eco- 


sideration when approaching 
command. 

There is the other side, too, a care- 
ful study of which will reveal many 
in favor of radio. 
While it is 
stock, 
information 


more arguments 
That is entertainment. 
that the 
market 
the 
and harvesting of his crops, it is also 
that he to 
brighten his periods of relaxation. 


true farmer needs 


grain, reports, 


about planting, proper care, 


true needs something 
Radio also fills this requirement, for 
a good receiver is like a magic box 
that pours forth constantly varying 
programs of delightful entertainment. 

Radio is not a luxury because of its 
economic value; neither is it in the 
class of a farm implement, for the 
reason that it furnishes information, 
education, and amusement. One must 
realize, therefore, that radio must not 
be sold on its mechanical construction, 
beauty of cabinet design, or price, 
but upon the service that it renders. 
Service is the argument that will pro- 
the Point out to the 
farmer its economic, educational, and 


duce sales. 


entertaining possibilities, and it will 
not take the 
family long 


man on the farm and his 
to that a 
set is badly needed in their home. 


decide radio 


But it is not enough to know only 


the needs of the farmer, it is also 
necessary to be throughly acquainted 
with the different avenues of ap- 


proach. First, there is the county 


agent, whose duty it is to advise the 
farmers in his county on agricultural 
problems. His influence is great, for 


he has the farmers’ confidence; his 


word carries weight, and any jobber 


who can prove to him that the line 
he is selling is efficient and backed by 
a company of high standing will, no 
doubt, have found an enthusiastic mis 
sionary and one who can advise well 
regarding prospects. 

Second come the farm leaders, who, 
because of their success and ability, 
have become very influential in their 
communities. These farmers, no 
doubt, purchased the first farm-light 
ing plant, tractor, cream separator, 
talking machine in their localities, and 
their neighbors followed their ex 
These 


tions of good judgment in the selec 


ample. numerous demonstra 
tion of new devices have placed them 
in positions of real importance in the 
ry’ 

The 


wise dealer will, therefore, waste no 


eves of their fellow citizens. 


time in getting in touch with thesé 
farm leaders and endeavor to interest 
them in the radio sets he is selling. 
and if possible leave an outfit in their 
homes on trial. To get the support of 
the prominent people in any com 
munity, means a great deal to the 
dealer who would be a success in sell- 
ing radio to the farmers. 

Third, there is the great class ot 
farmers, who, regardless of their posi- 
tion in the locality, need a_ radio 
receiver for what it can bring to them. 
This is the the 
great volume of sales will be made. 


class one in which 
Any dealer who spends time, money 
and energy in interesting only the 
county agents and farm leaders jin 
radio, and then fails to take into con 
sideration the usual farmer, is invit- 
ing disappointment and very likely 
The first two groups are but 
means which be used to 
volume-sales possibilities. 


loss. 
may open 
The alert dealer will see the value 
all 


classes at one and the same time. 


three 


He 


of intensively working 
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“THE AIR IS FULL OF THINGS YOU SROULDN'T MISS;* 


The Radiant Christmas Gift 


NUMBER FOUR OF A SERIES 


“ “ “ 


The radiant Christmas happiness that should be 
the portion of yourself and your family and 
friends can be assured through the modern 
miracle of Radio. 


Into the home a Radio set will carry the joyful 
Christmas spirit every day in the coming year. 
From hundreds of miles in every direction; 
over cities and plains; across broad rivers and 
from the islands of the sea, the delectable mes- 
sages of joy are captured at will. 

From a hundred places of worship on Christmas 
Day will flash forth by Radio that ever-wondrous 
message of Peace on Earth, Good Will Toward 
Men. By the medium of aloud speaker, that 


beautiful anthem of the Christmas season 
“‘Hark, the Herald Angels Sing”’ will resound in 
harmony within the sanctity of your own home. 
The Radio set solves your problem. There is a 
set to suit your purse, and once installed the cost 
is negligible, compared with the joys you get. 
Dozens of Radio sets, all ready to install, are on 
the market. Get any one of them made by a 
reliable manufacturer and you can’t go wrong. 
It will be a Happy Christmas and a Miraculous 
New Year! 

The battery is the vital part of any Radio receiv- 
ing set. Eveready batteries—especially made 
for Radio, serve better, last longer, and give 
better results. 


NATIONAL CARBON COMPANY, Inc., New York, N.Y. 


To the Salesman: Here is another sample of what the National Carbon Company is constantly 
doing to help you increase your sales. The above advertisement appears as an attractive color 
page in the December 1 issue of The Saturday Evening Post, and in addition will be widely cir- 
culated in the farm press. Other extensive advertising of Eveready Radio Batteries is running in the 
leading Radio magazines and other publications that reach millions of readers at the same time. 


NATIONAL CARBON COMPANY, Inc. 
New York, N. Y. 


Atlanta Chicago Cleveland 


Kansas City 


San Francisco 


Long Island City 
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New Radio Products, Illustrated 





A FILAMENT iis 
ACROSS A PROGRESSIVE B BATTERY | 





\ new battery that is guaranteed 
not to burn out radio tubes is 
known as the “Progressive” radio 
“B,” made by the Progressive Spe- \ number of new radio parts have been announced by the Coto-Coil Co., 
cialty Co., Cincinnati, Ohio. Its full 87 Willard avenue, Providence, R. I. The cut in the upper left hand corner 
strength, at 22’ volts may be con- is the Coto “Special” audio frequency transformer which gives excellent 
nected across the filaments of de- volume with minimum distortion and the low ratio makes it particularly 
tector or amplifying lamp, intended suitable for use in reflex or other circuits where higher ratios are not suffici- 
only for low-voltage “A battery, ently stable. ‘The upper right hand cut is a variometer. ‘The stator coils are 
either intentionally or accidentally honeycomb wound which makes possible low capacity windings for this 
without burning the = \ filament type of variometer. ‘The variable air condenser in the lower left hand corner 
or hindering its perfect operation is a new device which meets the need for a receiving condenser of high 
after the w — connection has been efficiency that will occupy a minimum of space when assembled into a set. 
removed, he battery does not It is strongly built, all parts being soldered, and cannot work loose. ‘The 
en ean and exceptionally long frame is strong and substantial and will not warp or crack as composition 
life is claimed for it. will. ‘The variocoupler shown in the lower right hand corner is made 
especially for those who wish to construct sets that are small and easily 
portable. ‘This variocoupler is designed for use with a .001 condenser in 
the primary circuit, and a .005 condenser in the secondary circuit. Under 
these conditions its range is 200-600 meters. 








To meet the demand of radio opera- 
tors for a device for charging storage 
batteries of from two to four volts, to 
be used in connection with the Tungar 
hattery charger the General Electric 
Co.. Schenectady, N. Y., has devel- 
oped and is now placing on the market 
an efficient adapter. ‘This is a resistor 
of sturdy construction, the resistance 
wire being wound on a porecelain tube. 
It is designed for mounting on the in- 
side of the top edge of the ‘Tungar cas- 
ing, which brings it beneath the cover, 
where it is out of the way and is pro- 
tected against contact. 


Radio fans will be interested in 
the new non-inductive  potentio- 
meter shown below’ which has 
recently been perfected by — the 
Central Radio Laboratories, 303 
Sixteenth street, ° Milwaukee, Wis. 
‘The new instrument has a thin re- 
sistance element made of pure 
graphite and is not only non-induc- 
tive but also free from “skin effect.” 
This feature of the design elimin- 
ates the choke-coil effect found in 
wire-wound potentiometers and also 
insures the same resistance to radio 
frequency as to direct current. It 
has a resistance of 400 ohms. 








Here is something new in 
radio—radio glass parts. Glass 
is a non-conductor and mois- 
ture proof. ‘The lines and fig- 
ures will not rub off as they 
are moulded into the glass. 
Peterson & Hoffman, 213 Mul- 
berry street, Millville, N. J., 
have developed this new de- 
vice. 
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2 





Socket 





Regular V. T. Socket 


No. 100—With Laminated 
Springs. 

No. 101—Less Laminated 
Springs. 


Nt NP 


Ss 
9 50 ¢ 
: A 60 > 


No. 200—2 In. 
No. 201—3 In. 
No. 202—4 In. 














Service 


is a pleasant obligation which we 
have assumed. That's why we give 
24 hour service. 


Quality Goods 


are our pride. Hoosick quality is 


unfailing. 


Popular Prices 


are a part of our sales policy. More 
sales—more profits for all. 


Let us prove our Service, Quality 
and Price claims. 


A representative order will get us 
acquainted. 











Hoosick Falls Radio Parts Mfg. Co., Inc. 
HOOSICK FALLS, N. Y. 


Stackhouse & Allen Co. Carl A. Stone Company 
559-61 W. Monroe St., 315 Foxcroft Bldg., 
Chicago, III. San Francisco, Calif. 

Wood & Lane Co. 538 San Fernando Bidg., 
915 Olive St., Los Angeles, Calif. 


1116 Minor Ave. 
Seattle, Wash. 
Hartzell Sales Co. 


St. Louis, Mo. 
Edward J. Beckley 


Suite 1501 

: 4 1028 4th Ave. 
Tribune Bldg., : ‘ 
154 Nassau St. Huntington, W. Va. 


302 Fiat fron Bldg., 
Atlanta, Ga. 
623 Victory Blidg., 
Philadelphia, Pa. 
705 Granite Bidg., 
Pittsburgh, Pa. 
1615 W. Genesse St., 
Syracuse, N. Y. 


New York City 
Walter I. Ferguson & Co. 
14th & Walnut St., 
Kansas City, Mo. 
Scott Bros., Ltd., 

332 St. Catherines St., West, 
Montreal, Que., Canada 























No. 154 Binding Posts (Plain Top—No. 153) 





Hoosick Radio Parts 





Composition Dial 
No. 203-2 In. 
No. 204-—2%2 In. 
No. 205-3 In. 





No. 152—Insulator 





No. 151—Switch Lever 
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Cleveland 


Type 6 ~~ charges 
6 Volt Storage 
Battery from any 
110 Volt 60 Cy- 
cle lamp _ socket 
at average rate of é 
6 amperes or over 

if battery needs it. 












( Profits! Ready 
To Fall In 
Your Pockets 


Ten_ years’ specialization 
building only F-F Battery 
Chargers, has resulted in a 
product so notably perfected 
that you and we can _ back 
them to the limit. 

Distinctive features embod- 
ied in each F-F Charger have 
established their enviable repu- 
tation as the most satisfactory 
charger. 

Many, many thousands of 
satished customers gained over 
a period of ten years, have 
created a tremendous good will 


for the 
BATTERY 


| fe CHARGER , 


The importance to you of the 
extensive national F-F advertising 
of the present, coupled with the ac- 


cumulated effect of many past 
years advertising, needs no com- 
ment. 


All these—in a product that has 
the most attractive retail price, and 
the wide utility, and the assured re- 
liability, demanded by discriminat- 
ing buyers— 


Are your pockets open? Ready 
= receive the handsome returns 
that are yours for the handling of 
) F-F Battery Chargers? 

Wire or Write Immediately 

For Full Particulars. 


The France Mfg. Co. 


10437 Berea Road, 
CLEVELAND, OHIO 


Oldest Manufacturer of the first Successful 
Mechanical Charger. 
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Radio 


will display wisdom if he makes his 
first personal calls the county 
agents and farm leaders for sales to 
them place him in a strategic position 





on 


of value. But while he is making 
these acquaintances, he should also 


send circular letters and descriptive 
This 


pri- 


matter to other selected farmers. 
matter should feature 
the 


ceiver and not its mechanical perfec- 


circular 
marily service rendered by a re- 
tion or beauty of cabinet design. 
Having succeeded in interesting the 
county agent and the leaders, the next 
to call on the farmers 


move will be 


been circularized. 
Dealers who until the 
call at their stores are losing oppor- 
The man who spends _ his 
days the field 
little time to spend in town. 

He has time to speak to a sales- 
man at noon and other periods of the 


who have already 


wait farmers 
tunities 


in usually has very 


day. The results of days spent in 
demonstrating sets in the home of the 
farmer and in the presence of his 
family have been most gratifying. 
Many energetic dealers attest this 
fact. It will take no great gift of 
persuasion or oratory to point out 
to the assembled group the large 
place that a radio will fill in their 
home life. After having gained their 


interest it will be a comparatively 








B. Hewitt, 


Harry battery specialist for 


Manhattan Electrical Supply Co. St. 
Louis, was feeling gay when this was 
taken. He had new shoes, clothes, hat and 


a new son-in-law. Harry is so wrapped 
up in batteries that even his language will 
shock you. Instead of Mellen’s food he 
was raised on manganese dioxide, 























RADIO 
REPEAT 
ORDERS 





When you sell your dealers or 
customers you want to know that 
your sales effort will bring con- 
There is usually 
It is the 
continuous business with a quick 
turnover that counts. 


tinuous returns. 
no profit in the first sale. 


The products of the General 
Radio Co. are backed by nearly a 
decade of engineering 
and manufacturing experience, 
and what is more important, they 
are backed by a sound merchan- 
Every 


research 


dizing policy. instrument 


is guaranteed. 


One of our very popular instru- 
the 301 Rheostat 
The base is of 
substitute, 


ments is Type 
and Potentiometer. 
bakelite, 
the resistance unit is firmly wound 
on a specially treated fibre strip, 
the 
smooth contact. 
or grating. 


not a cheap 


makes a 
No arcing 
The price is as at- 
instrument. The 
two resist- 


and switch arm 


clean, 


tractive as the 
rheostat is made in 
ances, 10 ohms and 30 ohms, while 
the potentiometer has a resistance 
of 200 ohms. 


Price, Rheostat or $ 25 
Potentiometer . . 


Send for folder F 


covering entire line 


GENERAL RADIO CO. 


11 WINDSOR STREET 


CAMBRIDGE MASS. 
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MAGNAVOX 
Products 


VERY condition in the 

art of radio reproduc’ 
tion is most successfully met 
by Magnavox apparatus. 


Reproducers 


R2 with 18 inch horn 
$60.00 


R3 with 14 inch horn 
$35.00 


M1 with 14 inch horn; for 
dry battery sets . $35.00 


Combination Sets 


A1-R consists of Magnavox 
Reproducer with 14 inch 
horn and l-stage Am- 
plifer . . . . $59.00 


A2-R same with 2-stage 
Amplifier. . . $85.00 


Power Amplifiers 
Al-One-stage . . $27.50 
AC-2-C-Two-stage 55.00 
AC-3-C-Three-stage 75.00 


Radio users will be sent 
new 32-page Magnavox Ra- 
dio Catalogue on request. 














12J 


M 


Feature Magnavox Reproducer M1 


for owners of dry battery receiving sets we 


HE most successful holiday season in the history of Radio is assured 
to every Magnavox Dealer this year—even compared with 1922 when 
Magnavox was the largest selling major radio accessory. 


There are three main reasons for this favor- 
able condition: Firs-—Magnavox offers the 
only complete line of radio reproducing and 
amplifying units. Second—Magnavox has se- 
cured the reputation of leadership in this field. 


Third—Magnavox extends to dealers the ut- 
most in National Advertising and sales co- 


operation. 


This is a remarkable opportunity for efficient 
salesmen to produce business of large volume 
and excellent profit. 


THE MAGNAVOX COMPANY 
Oakland, Calif. 
New York Office—370 Seventh Avenue 


Perkins Electric Limited —Canadian Distributors 
Toronto, Montreal, Winnipeg 


GNAVOX PRODUCTS 


There is a Magnavox for every receiving set 
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CONNECTING“ —" 


THE AgPILAMENT ate 
ACROSS A PROGRESSIVE B BATTERY 





PROGRESSIVE 
The Guaranteed Radio Safety “B’ Battery 


A money-maker—a profit builder for the jobber 
and his salesmen is here in the Progressive Radio 
Safety ““B” Battery. 


It fulfills every promise made by other “B”’ Bat- 
teries and in addition is better designed, is more 
active and lasts longer. 


The Progressive is noiseless and its design per- 
mits the actual connecting of its full strength of 
2214, 45 or 90 volts across the filaments of a dec- 
tor or amplifying tube, which is intended for the 
low voltage of an “A” Battery. This connection 
either purposely or accidentally made will not 
burn out the “‘A”’ filament or hinder its continued 
perfect working, after the wrong connection has 
been removed. 


The Progressive is attaining the foremost place in 
the radio world—its safety feature is putting it 
there. 


The Progressive is guaranteed. It is a Radio ‘‘B”’ 
Battery that will keep moving from your stock. 


It will bring you new customers. 
Jobbers—order a stock. 


Jobber’s salesmen—talk the line. 


Progressive Speciality Company 


Factory, 315 Sycamore St., Cincinnati, Ohio. 
Office 5713 Euclid Ave., Cleveland, Ohio. 
Office, 1436 First National Bank Bldg., Chicago, III. 
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Radio 


simple matter to leave a set for two 








| or three days on trial. Care should 


be taken, however, to see that the 
trial period is not too long. In one 
man’s experience, out of 250 receivers 
left on trial, 249 resulted in sales. 
Thus tar, we have analyzed the 
farmer’s needs and the different chan 
nels of approach, but we have vet 
another very important point to con 
sider, and that is, the type of dealer 
who will be able to appreciate the 


| possibilities of the farm field and 


capable of working along the lines 
outlined above. 

In practically every town, there is 
at least one dealer who has success 
fully sold lines in which the sales de 
pend on successful demonstrations in 
the farmers’ homes. Retailers of this 
tvpe do not have to be taught the 
value of personal calls, demonstra 
tions, trial installations and _ service. 
Jobbers’ salesman should, therefore, 
carefully survey the prospective deal 
ers in every town in their territories 
and pick out and interest those who 
have the desired experience and abil 
itv. It will not be a difficult matter to 
develop such dealers, and the sales 








These two men were tied for first place 
in the annual beauty centest held by the 
Schimmel Electric Supply Co. of Phila- 
delphia. From left to right they are: A. 
J. ‘Louie’ Auchtedonie, radio expert, and 
Joseph E. Neutra, store manager. 
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FROST-RADIO 
sk Your Neighbor 


Radio apparatus that has back of it years 


of experience in designing and manufacturing 








No. 


FROST-RADIO 

No. 612, Bakelite Socket 
for C-299, UV-199 tubes, 
panel or table mounting 


FROST-RADIO 
617, Bakelite Shock 


Absorber 


C-299, 








sets. 


FROST-RADIO 

No. 618, Bakelite Shock 
Absorber Socket, 
ard base type, panel or 
table mounting 0 


FROST-RADIO 
No. 631, Bakelite Induc- 
tance Unit for short wave 


Complete... ..$2.50 


UV-199 
panel or table mounting 






OU men on the firing line, who call on 
Vie dealer selling radio apparatus, have 
a priceless asset if you have faith in what 
you sell. When you recommend and push 
the sale of goods of known value and qual- 
ity, bearing a trade mark as well-established 


as FROST-RADIO, half the battle of selling _ —-—« FRese_Ne 
ae No. 608, Push-Pull Battery 
1S won. Ringe 

Switch... . a . .30¢ 


We do not ask any salesman for any jobber 
to take our word for it that FROST-RADIO 
Apparatus has back of it years of experi- 
ence in designing and manufacturing.“Ask 
Your Neighbor,” ask anyone with whom 
you come in contact, about this apparatus. 
Go even further than this. Take the entire 
line of FROST-RADIO, piece by piece, and 
examine it yourself—compare it in design, 
construction and finish with other makes. 
Check FROST-RADIO prices against these. 
Then decide for yourself if FROST-RADIO 
is entitled to lay claim to being the Stand- 
ard of the World in radio apparatus. 


FROST-RADIO 
No. 630, Resistance Unit 
for the new dry cell tubes, 
35 ohms. ....... alae 





On this page are some of the new items in 
this famous line. All of these reflect ad- 
vanced standards of design and construc- 
tion—each of them is of the highest quality 
and an exceptional value. 


You can recommend FROST-RADIO to any 
of your customers with complete confi- 
dence in his satisfaction. It is fast-selling, 
profitable, and it stays sold. 


FROST-RADIO 
No. 619, Bakelite Shock 
Absorber Gang Socket, 
standard base type. .$2.75 


FROST-RADIC 


HERBERT H.FROST Inc. tse. Geresoes 
Absorber Gang Socket, 
c) Inc. C-299, UV-199 type. $2.75 


154 WEST LAKE STREET, CHICAGO, ILLINOIS. 


550 Gates Bidg., Kansas City, Mo. 
30 Church St., New York 





FROST-RADIO 


FROST-RADIO FROST-RADIO No. 614, Bakelite Spider 
No. 611, Bakelite C-299, No. 620, Bakelite Poten- Dial, 2% inch........50c 
UV-199 Adapter..... 50c tiometer Cut-out.....50c No. 615, 3 inch....... 60c 
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GRIDLEAK & CONDENSER 
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Electric Controlling Apparatus 
492 Clinton St. 


The Allen-Bradley Co. has built graphite disc rheostats for over twenty years. 


100% Jobber Policy 
is behind the Allen-Bradley Line 


All Allen-Bradley radio products are merchandized 
to the radio dealer through the recognized jobbers. 
Every jobber must qualify as an established jobber 
before he can handle the Allen-Bradley line. 
are not on our list today, drop us a line and we will 
show you why the Allen-Bradley line of radio prod- 
ucts is a money maker. 


If you 


The Universal Bradleystat 


is the most widely advertised filament rheostat 
in the field. In a recent contest, conducted by 
Radio Broadcast, it that the 
Bradleystat was the most popular rheostat. The 


number of Bradleystat users exceeded the com- 


was discovered 


bined total of five competitive rheostats fre- 


quently advertised in radio publications. 


The Bradleyleak and Condenser 


introduced about three months ago is now in 
tremendous demand. Such authorities as Cros- 
ley, Kennedy and Amrad pronounce it the best 
adjustable grid leak which has been offered to 
the radio public. 


The Well-Known Bradleyometer 


is an old member of the Allen-Bradley line of 
radio products which fills the bill where a non- 
inductive accurate potentiometer is required by 
a radio set builder. Potentiometers are becom- 
ing more popular and the Bradleyometer is a 


good seller. 


And The New Bradleyswitch 


has been developed and recently offered to the 
radio public to meet the tremendous demand 
for a medium price, high-grade battery discon- 
nect switch. The Bradleyswitch is mounted by 
simply drilling a 3% hole in the radio panel. 


No screws are necessary. 


New jobber catalog sheets describing this switch 


are ready. Be sure to get them into your 


catalog. 


Co. 


Milwaukee, Wis. 



























resulting therefrom will be gratifying. 

The farm field is extensive; the 
farmers are waiting to be convinced; 
and the dealers who appreciate the 
vaule of calling on prospects, demon- 
strating, and using the service argu- 
ment in their sales talks, will 
undoubtedly be richly rewarded for 
their efforts. 

* * * 

Everything in Insulation 

One manufacturer, the Mitchell 
Rand Mfg. Co., 18 Vesey street, New 
York, N. Y., has done a commendable 
thing in turning its catalog into a 


| hand book. The name of the book 





| pounds 


It is 
written, not in the involved language 
of the expert, but in words that the 
man in the shop can understand and 


is “Everything in Insulation.” 


put into practice in his daily work. 

For instance, if you want to make 
a test of any material for momentary 
dielectric strength you will find the 
described in detail 
Should asbestos in- 
terest you, its history and uses will 
be found on pages 15 to 20. Com- 
of every description (for 
waterproofing, insulating, electrotyp- 
ing, impregnating, sealing, 
etc.,) are minutely described on pages 
24 to 52. Mica (grading, selection, 
etc.), natural and manufactured, is 
set forth on pages 57 to 71. ‘Twenty 
pages (100 to 119, inclusive), are 
devoted to insulating varnishes. It 
may be stated without fear of con- 
tradiction that this chapter of the 
handbook is the most comprehensive 
and illuminating exposition of the 


procedure on 


pages 8 to 10. 


filling, 


| subject that has ever been published 








under a single cover. 
And so it goes, all through the 
book of 160 pages. 








Only two of these boys are at atten- 


tion. The other two must have been of- 
ficers. They represent the Doubleday- 
Hill Electric Co, Pittsburgh. Left to 


right: H. E. Slack; H. D. Carpenter; F. 
P. Ellis, and H. E. Gledhill. At ease men! 















December, 1923 


THE JOBBER'SMA)SALESMAN 








Buffalo E. S. J. A. 
Meeting 
(Continued from page 10) 
2. The savings 
greater than ever before. 
3. The federal reserve system has 


deposits are 


proved its worth as a stabilizer of | 


credits. 

4. Railroads are making satisfac- 
tory headway financially and are op- 
erating at high efficiency. 
placing large, orders for equipment 
and supplies for present and future 
deliveries. Topnotch records of car 


loadings indicate wide distribution 
and consumption. 

5. Farm products, while lower in 
manufactured 


proportion to prod- 


ucts, are due for a substantial in- 
crease. The farmers are 
better prices than last year. 

6. Mail 


creased volume of business, proving 


order houses report in- 


enhanced buying power on the part 


They are | 


receiving | 


of the rural communities, which rep- | 


resent over 45 per cent of our total 
population. 
stimulus to 


7. Further general 


business is expected to result from the 


efforts of leaders of the building 
trades to keep construction going 


through the winter to make it an all- 
year-around industry. 

8. The 
solid in its business structure that in 
spite of the unsettled conditions of 
Europe we may comfortably look for- 


country is becoming so 


ward to a_ period of measurable | 
prosperity. 
Additional causes of cheer are: 


The chain store systems are showing | 


substantial gains. This is also true 
of the department store trade. These, 
together with mail order houses, re- 
Hect perhaps as accurately and as ad- 
sources the 


equately as any other 









































a 
A group from F. C. Teal Co., Detroit, 
Mich. Left to right: V. E. “Kewpie” 
Jones; T. E. Lowe; J. B. Paige, and C. L. 
Baier of the Trumbull Electric Mfg. Co. 














Amplify Your Profits 


With Kellogg Transformers 


eee 


Kellogg Transformer 





Here is your opportunity for more business. 


.The Kellogg audio frequency transformer 


overcomes the defects of all other makes and 
delivers the very best amplification with 
minimum distortion. 


An unprejudiced radio expert voluntarily told 
us that the Kellogg transformer was superior 
in volume and tonal quality to any other audio 
frequency transformer on the market today. 


This is a guaranteed product built by a qual- 
ity house and made to sell for only $4.50 each. 


A stock of Kellogg transformers means im- 
mediate profits due to a quick turnover, and 
satisfied’ customers that will bring more 


business. 
With 


ATLANTA 


SAN FRANCISCO 


Kellogg radio 


No. 502, Ratio—3 


USE—Is the Test 


No. 501, Ratio—4!4 to 1 
to 1 





KELLOGG SWITCHBOARD & SUPPLY COMPANY 


1066 W. Adams St. 
CHICAGO, ILLINOIS 
COLUMBUS 


equipment 
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Branston D. L. Honeycomb 
Coils and Mountings 
are Advertised in 


POPULAR MECHANICS 
RADIO NEWS 
RADIO BROADCAST 
POPULAR RADIO 
G: SS; 4, 
and other Widely Read Publications 


dealers are stocked with 


SEE that your 
the complete line of Branston Radio 
Apparatus and if they are displaying the 


Branston trade-mark counter cards in their 
salesroom and windows. Supply them with 


booklets, hookup 
and other selling helps. 


our catalogs, circulars, 


display 


Ww indow 





Licensed 
Under 
DeForest 
Patents 


Branston Lateral Wound Honeycomb In 


ductance Coils are made in 16 sizes. By 

: nace anal 

using various combinations, any desired 

wave lengths can be worked Furnished 

either mounted or unmounted. Each 

mounted coil is packed in separate indi 
vidual carton 

R-61 Three Coil 

Geared Type 

Front Panel 

Mounting Sub- 

stantial gears 

give vernier ad 

justment. Very 

neat appearance 


Made of Genuine 
Bakelite, com 
plete with flex 


i ible leads 


$5.00 





Branston Coils and Mountings are the result of 
many years’ experience in coil windir and mount 
ing design Mountings are made in two and three 
oil types, front or back panel mounting, plain or 
bevel geared All are made of Genuine Bakelite, 
omplete with flexible leads They are extremely 
eat, easy to mount, permanent, substantial, cap 


f very exact adjustment 


WRITE FOR COMPLETE CATALOG 


ible 


Covering the entire line of Branston Radio Ap 
paratus, together with full information regardin 
dealer helps and ur 


national advertisir 


CHAS. A. 
BRANSTON, 


Inc. 


Manufacturers of the 
Famous Branston Violet 
Ray High Frequency 
Generators. 


825 Main St. 


BUFFALO, N. Y. 


Canada—Chas. A. 
Branston, Ltd., 
Toronto, Ont. 





Display this card on your 
counter and in your win- 
dows. It appears in all 
our national advertising. 


In 

















ability of the buying public gener- 
aily to purchase and pay for their 


requirements. 
The foreign trade situation is re- 
The October 


record published by the Department 


markably encouraging. 
of Commerce on November 13 shows 
outgoing merchandise of a value of 
$402,000,000. This is the first time 
since February of 1921 that exports 


have exceeded the $400,000,000 
mark. They have increased both in 


volume and value over last year. 

As to unfavorable factors, one of 
the recognized barometers of business 
pointing toward a pause in the expan- 
sion of trade is the decrease of un- 
United 
States Steel Corporation for October, 


filled orders reported by the 


showing 363,000 tons less than in 


September, and leaving the total of 


unfilled contracts the smallest since 
March, 1922. Some assume from 
this that business is headed toward 
contraction. 


The spirit of aggressive confidence 
that was lost last spring has not been 
regained. Psychology is playing a 


large part. The effect of the action 


of the public mind is the same 
whether the thinking is well ordered 
or not. The state of business 1s 
largely, therefore, the condition of 
confidence in the minds of the peo- 
ple. 
Tafel Reports Louisville 
Projects 
Paul Tafel of the Tafel Electric 


Co., Louisville. reports a lot of activ- 


itv in his town. Two big new hotels 
300- 


room Elks Club, and some other pro- 


have just been put up, a new 
jects under way. Did the Tafel Elec 
tric Co. get its share of the business? 
It goes without saying that they did 


and then some. 








Sales force of the Western Electric Co., 
Indianapolis, Ind. Left to right: T. H. 
Beecher; O. E. Kerbox; Park H. Craig; B. 
A. Cotharin, and R. H. Smith, manager. 
Sorry we could not show the building. It’s 
the mole’s eyes. 
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INSIDE COIL MOUNTINGS 


$5.00 


Patent Applied For. 
“Honeycomb Tuners” will soon mark the 
difference between the old style short wave 
variocoupler-variometer receiving set and 
the newer more efficient all wave instru- 
ment. The chief reason is because of the 
inevitable necessity of changing the wave 
lengths now used for broadcasting due 
to the ever increasing interference between 
stations. When this is done it will be 
impossible to hear much that is going 
on with the ordinary set having a wave 
length range of 250 to 500 meters, whereas 
with the “Honeycomb Tuner” it is simply 
coils. 


necessary to “plug in’ larger 
Furthermore, ‘‘Honeycombs’” have always 
found much favor with the amateurs and 
are considered the most efficient form of 
inductance. Closer tuning, greater selec- 
tivity, greater range, no dead end _ loss, 
and ease of operation are some of their 
outstanding qualifications. 

The WIRELESS ELECTRIC Inside 
Meunting makes it possible to use 


‘‘Honeycombs” to the greatest advantage 
Mounting the coils inside the panel elimi- 
nates body effect without the necessity of 
shielding, besides adding considerably to 
the convenience and appearance of the set 
obtained by the 


and 


A vernier adjustment is 


slow moving cam, allowing positive 


effective operation. The bearings are made 


adjustable so that any desired tension on 
the dial may be obtained. A standard, 
three-inch, dial may be used. 

The type 2A mounting may be used as 
a single circuit tuner with ‘“‘tickler’’ while 
the 3A _ provides a separate inductively 


coupled primary coil making what is 


commonly called a three circuit tuner, 
These 
adapted 


are 
new 


especially well 


mountings 
circuits such 


for use in 


as 


Flewelling, Super Regenerative, Neutrodyne, 
and others. 


Sold through Jobbers Only 
Send for Circulars 


Wireless Electric Co. 


Pittsburgh, Pa. 


204 Stanwix St. 





Patent Applied For. 
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A Half Billion Dollar 
Industry 


(Continued from page 6) 


nd one-half million dollars on re 
earch and development. The great 
roadeasting station on the Aeolian 
building in New York City for in- 
stance cost a quarter of a million to 
build and costs 415,000 a month to 
maintain, 

Radio must not fall into the class 
of the cloak and suit business as far 
is seasonableness is concerned. 
here is no natural reason why it 
should be seasonable. 

A jobber or a retailer who handles 
radio should love the business. He is 
not selling so much wire and insula- 
tion. He is selling something that 
talks. Something that when installed 
is a friend and an entertaining com 
panion in the home. For the distri 
butor who has dealt in the plain com- 
modities and staples here is a new in- 
terest come into his business if looked 
upon in the right way, something 
that will “tone up” his business, his 
salesmen, his whole organization. 


Coleman Southern Electric 
Sales Manager 


When J. G. Johannesen was called 





to the presidency of the Sibley-Pit- 
nam Electrical Corp. in New York, 
W. H. Coleman assumed the title and 





W. H. Coleman 


duties of general manager of the 
Southern Electric Co., Baltimore, 
Md. Mr. Coleman has been with the 
company during the past 18 years, 




















Just plug it in— 


no extra resistance coil required 


A combination adapter and re- 
sistance coil for UV-199 and C- 
299 Radiotrons. It fits any stand- 
ard base socket. 





A coil having 18 ohms resistance 


‘ is embodied in the base. 








In changing to UV-199 or C-299 
tubes, it is only necessary to con- 
nect to a filament battery of 
proper voltage and insert this 
combination Resistance-Adapter. 


It is unnecessary to substitute a 
high resistance rheostat or use an 
extra coil. The required resist- 
ance is obtained by using this 
combination Resistance- Adapter 
in series with a low resistance 
rheostat (4 to 10 ohms). 


Construction Details 


(1) Contact at tube ter- (4) Resistance element 
minals is positive. Steel (18 ohms) is counter- 
spring supplements ten- sunk in a deep groove, 
sion of phosphor bronze assuring thorough pro- 
contacts. tection from mechanical 


injury. 
(2) Design of spring and 
é (5) 
method of mounting con- 
tacts gives low distrib- 
uted capacity. 


Projecting knurled 
edge simplifies insertion 
and removal of Adapter. 


(6) Like all other Eise- 


(3) First quality insula- mann Products, this 
tion, moulded in one unit will be found to be 
piece, reduces leakage thoroughly efficient and 
to a minimum. high grade. 

Price $1.25 


Descriptive Literature on Request 











EISEMANN MAGNETO CORPORATION 


William N. Shaw, President 


45—33RD STREET, BROOKLYN, N. Y. 
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Only $9.00 List 


this complete Electric Soldering 


Outfit 


jor 


only one complete electric 
soldering outfit—the B-D illustrated 
above. This outfit contains: a real 
soldering iron, made of copper from 
accurate dies, with a heating element 
contained in a unit of one piece con- 
struction. Careful workmanship with 
the highest grade Nichrome wire in- 
sures long life. The iron is complete 
with cord and plug. It comes in an 
attractive box with Allen soldering 
paste and solder—all ready to use. 


There’s 


Write today for special quantity prices 
and discounts. 


BLEADON-DUN CO. 


213 So. Peoria St. CHICAGO, ILL’ 





















BEARING 
ELIMINATES 


ALL t 
SIDE-PLAY 





BALL 
BEARING 
Gives 


wit 
BINDING 


PAT APP FOR 


A New Dependable, Positive 


Vernier Variable Condenser ! 


This new Vernier Variable Condenser is made in 
the popular sizes with aluminum plates, 
aluminum brackets with a 1-inch insulting bush- 
ing. 

This new condenser is built to obtain the best 
results. The tension as well as the adjusting is 
accomplished by tightening end thrust plug 
which has a spring plunger causing a thrust of 
proper tension between a hardened steel ball and 
a 45-degree tapered brass bushing. 


With the Lombardi Rheostat and Vacuum Tube 
this new Vernier Variable Condenser makes a 
real money getting line for the jobber. Place a 
stock of each. 


LOMBARDI 
RADIO MANUFACTURING COMPANY, 
67-71 Minerva St. 

Derby 





| 


| 


. ance cords, loose sockets, bum 
Me switches, jimmed connections and 
other electrical odds-and-ends that 


Connecticut | 


Creative Salesmanship | 
Made Easy | 


| 
(Continued from page 11) | 
| 


of her relations who were there took | 
the poor goof out and hung him to a| 
So there wasn’t 
wedding to write about.”’ 
* * 


telephone pole. any | 


* * 


It is our belief that business sense, | 
or news sense, or any other special | 
talent like that, is merely a matter of | 
keeping your eyes open. 

And your brain. 

You don’t see with your eyes only. 
Your eyes see things, but it takes 
brains to realize what things mean, | 
turned and| 
It 
doesn’t take brains to see an order 
when it’s shoved at you, but it does 
take to the opportunity 
from which a non-existent order can 


| 
| 
| 
and how they can _ be 
twisted so as to fetch a profit. 


brains see 
be extracted. 


For example, an_ electragist was 
crabbing to a jobber’s salesman about 
the amount of servicing and dinky, 
unprofitable repair work that came to 
Kept him so busy he couldn't 


to profitable 


him. 


pay proper attention 
business. 

“Why don’t you hold a ‘Fixit 
Week’?” asked the J. S. “Call up 
every customer you know, or write 
"em all a letter, and tell ’em that for 
this week only you're going to spe-' 








cialize on fixing up all the worn appli-| 


need fixing. Furthermore, you want to 
equip ‘em with those plural ‘sockets 
they need, put feed-through switches | 
on appliances, sell ‘em ‘a spare cord 
so they won't be out on a limb when 











— EEE 


Left to right: Harry L. Crown, presi- 
dent; Miss Crown; M. A. Newman, sales- 
man, formerly with the United Electri- 
cal & Supply Co.; A. H. Forbes, secre- 
tary, and Bob Spence, store, all of the| 
Crown Electrical Supply Co., St. Louis, | 
Mo. 
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MEHUN CONDENSERS 


Once adopted always used. 
All sizes 3 plate to 43 plate. 
High grade design and work- 
Accurate alignment, 


Per- 


manship. 
convenient adjustment. 
fect bearings. 


Send for circulars. 


We stand back of our product 


MEHUN MANUFACTURING CO. 
405 Penn Ave. 


Pittsburgh, Pa. 
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Thi DE LIABL! a 
his Precision Variable 
assortment Micro Air 


Condenser 


display of A NECESSITY 
24 condensers 
helps to 


sell’em 







RELIABLE 
NEUTRALIZING 
CONDENSERS 
ARE QUICK TO SELL 


75¢ 


T’S easy to sell good radio parts; far 
easier to sell anything listing as low 
as 7c. That partly explains the success 
in merchandising Reliable Neutralizing 
Condensers for tuned radio frequency. 


List Price Only ... 


$1.00 with base mounting 


Together with Reliable Audio and Radio 
Frequency ‘Transformers’ these con- 
densers are nationally advertised in 
Radio News Radio Programs 
Radio Digest Electrical Record 
Popular Radio Radio Dealer 

Radio Newspaper Pages 





THE 


RELIABLE 
PARTS MFG. CO. 


2819 Prospect Ave., Cleveland, O. 


J 
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Not at all downhearted is this crowd 
from the Crescent City Electric Co., 
Evansville, Ind. Left to right: E. T. Rees, 
purchasing agent; Bettie Holloway; An- 


drew McCracken; Eva Aalt; Wm. F. Mil- | 


ler; Elma Baker, and U. J. Schlotter, sales 
manager. 





one breaks, lamp up all the empty 
sockets and throw out all the black- 


ened lamps. Make a real play for an | 


all-round clean-up of your customers’ 
electrical equipment. And don’t just 
tinker the stuff back so it will work 
temporarily—sell ‘em the little extras 
they want and need, and show ‘em 
new things they don’t know they want 
or don’t think they need. Tell the 
women that it’s just like a mending 
basket full of holey sox; a few 
stitches here and there puts the whole 
lot back into service, while letting it 
go means that soon they'll have to buy 
new. Believe me or not, women ap- 
preciate that point. Try it.” 

The electrical dealer tried it. 

He let the jobber’s salesman help 
him get up a letter to send out—and 
the jobber’s salesman saw to it that 
the letter was actually mailed. ‘Then 
the J. S. went over the dealer’s stock 
and filled out the. plural sockets, the 
ready-made appliance cords, the feed- 
through switches, the lamp stock, and 
all the little jimeracks that go to 
make up a working supply of fixit ma- 
terials. This gave him a decent little 
order on the spot. 

But the big thing about this idea 
was that by giving this peewee con- 
tractor a two-by-twice selling hunch, 
he started him to work, got him some 


business, raised his repair jobs from | 


low grade profitless tinkering to the 
status of real business with sales and 
profits attached. 

“Not much of an idea,’ I can hear 
you mutter. 

Listen, Lester. Ham and _ eggs 
aren't such a much of an idea, but it’s 
the backbone of the quick lunch busi- 
ness. Heating up a piece of wire isn’t 
much of an idea, but it’s the big idea 


behind the whole electrical industry | 


















JOBBERS-- 


Here is a distinctively high grade 
VARIOCOUPLER at a competi- 
tive price. 
Check these points and verify 
this claim. 


(1) Spider web rotor. The only 
means of obtaining mini- 
mum coupling. 

(2) Pig tail contacts. 

(3) Bakelite tube. 

(4) Green silk wire. 

(5) No live brackets. 

(6) Improved taps. 

(7) Dead shaft and no capacity effect in 
tuning. 

(8) 180° dial adjustment without the ro- 
tor being submerged in stator field. 


VARIOCOUPLER 


RETAILS AT $4.50 
SOLD ONLY THRU THE JOBBING TRADE 





Patent applied for. 





Write for proposition on this and other radio products. 


THE HARTMAN ELECTRICAL MFG. CO. 


MANSFIELD OHIO 
RADIO PRODUCTS 

















Here’s a Pair of Winners 





The Wimco Condenser The Carco Coupler 
Made to meet a demand for quality Just the thing for the popular re- 
—highest efficiency, 3 plate, 23 ceiving set. Bakelite tube and 
plate and 43 plate sizes. rotor. Silk covered wire, perfect 
contacts. 


We invite Dealer and Jobber Inquiries. 
Send for literature and prices on Wimco socket for W D 11 tubes. 


The Wireless Mfg. Co., Canton, O. 


Manufacturers—Distributors 
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(UNITED 
RADIO Products 


Jobbers find 
that United 
Radio Products 


are big repeat- 








ers. 





Radio Frequency 
Amplifying Unit 
$3.50 


Designed by 


Radio engineers 


perience. 





in amillion dol- 
lar plant. Where 
every facility 
for 





Radio Frequency 
Transformer 
$2.50 


perfect 
workmanship 
and quantity 
production keeps 
production costs 
to a minimum. 





Audio Frequency 
Transformer 
$4.50 


These products 
are Standard 
Equipment on 
many of the best 


Jobbers write 
for illustrated 





i 
Variable Condensers, 


Vernier and Plain 


From $2.25 to $6.50 count. 


United Mfg. & Dist. Co. | 


9707 Cottage Grove Ave. 
CHICAGO 
50 Church St., New York, N. Y. 


San Francisco Office: 709 Mission St., 
San Francisco, Cal. 


N. Y. Office: 





of wide ex-| 


Manufactured | 


receiving sets. 


folder and dis- | | 


2x 2—+4 isn’t much 


today. 


in jail or the bug-house. 

It isn’t the size of the idea that 
counts; it’s the mere fact that you ap- 
ply the idea to the business of selling 
goods at a profit. 





a sale’s idea. And_ here’s another 
thing:—You can’t get a number 12 
‘idea into a number 2 head without 


|cracking the concrete. 
| When 


| both launching out into creative se 


are 
ll- 


You are both making business, 


vou and your dealers 
ing. 
jinstead of fighting for the business 
that You are 
larger business pie. And, 


way back in the beginning, 


now exists. making a 
as we said 
when you 
have a larger pie to divide there’s no 
‘law or rule of the game to prevent 
ivour getting a larger slice than your 


competitor's, 


So let’s make the electrical mer- 
chandise sales pie a size larger in 
1924. 

* * * 


Dixie Jobbers Discuss Radio 
Perey Stern,president of the Inter- 
state Electric Co., New Orleans, re- 
ports a special radio meeting during 
the regular semi-annual gathering of 
ithe Club. 


distinct improvement in radio in their 


Dixie Encouraged by a 


territory, the Gulf State jobbers are 


looking forward to some big business 


in this line. Mr. Stern states that 
powerful local broadcasting backed 


by lots of good radio advertising will 
overcome climatic conditions and put 
the business ‘down there’ on a solid 


basis. 





| fj 
\ i 


t 
| © 





Just call him “Rutenberg” of the Cana- 
idian Electrical Supply Co., Montreal. 
| Everybody up in that country will know 
|who you mean. 


of an) 
idea, but you just try to improve on. 
it and see whether they don’t put you! 


That’s the test of | 


| 
| 


| 


| 


| 
| 


| 


il 
| 
| 











For All Batteries _ 





Here is the one charger, and the 
only one which is needed for all 
the storage batteries used in radio 
and for automobiles. 


This charger recharges: 


2-volt peanut tube batteries 
6-volt A batteries 

6 and 12-volt automobile bat- 
teries 

1 to 4 B batteries 


It’s the Valley Type ABC Battery 
Charger. 





Radio at its best 

No other source of power for 
radio equals the soft, velvety 
steady current given off by stor- 
age batteries. For the best in 
radio, the B batteries as well as 
the A battery should be of the 
storage type. 


Now, with the Valley ABC Bat- 
tery Charger available for recharg- 
ing both A and B batteries, every 
one can enjoy radio at its best. 
Radio shops can sell storage B 
batteries as well as storage A bat- 
teries; and this one charger takes 
care of both. 


Remember this in your work of 
selling radio equipment. Recom- 
mend to your customers the use 
of storage batteries and the ABC 
Valley Battery Charger. It will 
mean _ satisfied customers and 
greater sales for you. 


VALLEY ELECTRIC CO. 
3157 S. Kingshighway 


St. Louis, Mo. 
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i. | CONTINUING THE 
| | NEW LARGE SI 


FOR USE IN 


FACTORIES LOFTS 
R.R. BUILDINGS WAREHG 
YA 


FITTINGS 


HOSPITALS 
SCHOOL BUILDINGS 


wl — MENT OF | | 








WiegmotD Conourt 





y Ceo 


Ne No. 702 No. $701 No. $00—TWO WIRE SIZE WIREMO! >ONDU! Ne 
SUPPORTING CLIP BUSHIN( BASE COUPLING SSEMOED CONepurt 


No. 5709 
No. 700—FOUR WIRE SIZE WIREMOLD CONDUIT One or Two Hole GROUND CLAMP 
TRA 


















No. $717 
INTERNAL ELBO 


Note: The new Large Size Fittings are for use with both No. 500 or 
No.700 Wiremold Conduit, the base plates of the fittings being 
provided with long tongues for slip joint connections and the 
covers with double twistouts. 















































No. $728 































d x 
\ Cond G 
i Ni 4 
BOX CONNECTOR ad ce ote TOR 
No. $781 — 
No. $781A— jou $782A—% 5 
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CORNER BOX 
= ee : 
se. $738 soventile Bese hes com _co MBINATION CONNEC TOR 
3° OUTLET BOX * BLANK COVER iu maces COVER x 
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* EXTENSION BOX 7 6. rixre ne BOX 
Device screw spacings r € ers For ¢ mtend pote! - pom . 

ng both No t No ? YW remold 

ng outlet Wish te tad cone aires 

by simply dropping canopy 





















































No. 574 
parapss Meehageo AND ye were BOX 









‘ : 
For-use with both * No 700 Wiremold Conduit for installing Pes acon 37” teil No. $753—3 Gang 
Standard switches or recept wrtace Base has a knockout For usewith it tor t use to m ting eutler " 
tor “4” pipe ot BX con for Call of Signal Systems installing any practi Pier ual wp of receptacle No 7X 









































“AMERICAN WIREMOLD COMPANY SEMAN pict UST 
HARTFORD, CONN. ; > 
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Announcing the 


SCHAUMBERG’S 


ELECTRIC HAIR WAVER 





Here is an appliance that fills a long felt want and will find a 
ready sale. 

It is a scientifically designed waver that the woman herself oper- 
ates and that enables her to reach any part of her hair with 
one hand. Can be used just as conveniently with hair dressed as 
with hair down. 

Simple and durable in construction with guaranteed heating ele- 
ment and standard make cord, plug and connector. 

Sold only through recognized jobbers. Write at once for 
details. 


A Wonderful Christmas Seller 


W) Robbins ¢o% 





ING’ 





(GEE) 
Electric Company NEL 
830 Liberty Ave. Pittsburgh, Pa. 


ESTABLISHED 1890 












































| The Same Good Rectifier 





Built According to 
New Specifications 


\ TITH recent developments in the radio 
battery field, a five ampere maximum 
charging rate has been adopted for this de- 
vice The number of contacts has been re- 
duced to one, affording greater simplicity 
and ease of adjustment. 

9 The special wear resisting carbon contact is 
of large cross section area and cannot freeze 
or stick The quietness and almost total 
absence of sparking makes a big advance in 
rectifier design 
The charging rate is automatically decreased 
as battery becomes charged. This so-called 
tapered charge is highly recommended by 
battery manufacturers and is a guarantee 
against excessive gassing, overheating and 
the attendant evils. 

50 and 60 cycle, 6 volt...... $16.00 List price 
25 ecyele, 6 volt 18.50 List price 
Add $1.00 West of Rocky Mts. 


THE STERLING MFG. CO. 


2853 Prospect Ave., Cleveland, Ohio. 








Some Notes on Jobber 
Mergers 


(Continued from page 8) 
“Service.—The 


sonnel will enable us to give better 


saving in per- 
service, because some of the saving 
will be put into securing employees 
of a higher caliber for certain jobs. 
Service complaints arise usually as a 
result of slow or wrong shipments, 
slow or wrong billing and slow quo- 
tations. These are the points where 
better men will be used. 

“IT think the tendency to consoli- 
dation is going to become more pro- 
nounced, because it seems the only 
economic 


logical answer to present 


needs. Volume movements tend _ to- 
ward economy of handling and ad- 
ministration, usually, and this econ 
omy is the crying need at present. 
On the other hand, I believe the crop 
of ‘irresponsibles,’ quoting 
prices on the few lines they handle, 


ruinous 


will increase for a while, but eventu- 
ally will settle down to a minimum 
not nearly so bothersome as at pres- 
ent. I would say that consolidation 
is the solution of present difficulties, 
cr at least the best apparent remedy 
in sight. I believe there will always 
be a field for the legitimate distribu- 
tor, that he has a very definite place 
in the economic structure, and as a 
will 
tion, but in a better way as time and 


consequence continue to func- 
experience show him the answer to 


present perplexities.” 








Here is a triple alliance (League of Na- 
tions, take notice) we found in the fight- 
ing state of Montana: Ireland, repre- 
sented by R. E. O'Reilly on the left, 
secretary and treasurer of the Electrical 
“quipment Co., of Butte; Scotland, repre- 
sented by D. R. Campbell, center, sales- 
man; and on the right is A. von Dachen- 
hausen, president and general manager. 
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There Goes Your Man 


Word of mouth advertising. 
What a selling force! 


i tremendous 
as built up a 
: sn in the last four years 
‘in a field where — 
advertising was a 
prohibited, along wi 
kick. 


dvertising 
f mouth a ; 
~~ the retail dealer if 
he knows how to use it. 


i th 
Our retail page this mon 
tells him how. 


i ill do it for him 
a of the chance. 


All he has to do is start age 
ball rolling and watc 
gather momentum. 


ur 
Use this argument on yo 
retail friends. 


It will help them—it will 
make more sales. 


And we'll all get our = 
of the business that w 
result. 







This advertisement — 
in the December issues « 
tric tailing 

Electrical Re . 
Electrical Merchandising 
Electrical Record _ 
Journal of Electricity 

National Electragist 

















CThey Say That 
Women Like to Talk 


Quite true They do. 





ee When they talk, they sell.—for the retail 
Appliance dealer who is keen 
Switch Plug 


enough to use them. 
F’rinstance 


Every woman likes to save steps around the 
house She likes to have things where she 


Mr.Wise Dealer knows this—and remembers 
it every time a woman enters his store 
He never misses a 


chance to tel] her about 
the Bryant 651 Appli 


liance Switch Plug. With 
iron or percolator and 
lamp socket 

He shows her Bryant Wall 
Pensive and durable, and theB 
Switch. With these she can 
put a light where she wants 


it and control it easily and 
quickly 


avoid fussing with the 


Brackets, inex. 
ryant Tumbler 


The dealer talks once The 


lady talks Many times 


Anyone can afford a wiring 


device. Most people need one 
or two and don’t know it 


They do know it when the 
lady gets through talking. 


And the dealer gets the 
Profit 





“A Superior 






Wiring Device for every 








THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONNECTICUT 


NEW YORK Piicaco SAN FRANCISCO 
342 Madison Ave 844 West Adams St 


149 New Montgomery Se 











Electrical Need” 
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FLEXIBLE | 
ALPHADUCT CONDU IT: 


JERSEY CITy, Na 








CARTON 





NOW STANDARD PACKING 
FOR 
7/32 INCH ALPHADUCT 


OR 


IN INDIVIDUAL CARTONS 
IF PREFERRED 
AND SO INDICATED 
ON ORDERS 





ALPHADUCT COMPANY 


136 Cator Ave. Jersey City, N. J- 


























| Charles Edward Browne 


(Continued from page 21) 

| Buren ‘streets. This was in the days 
when the mail-order method of se- 
curing business was just getting 
started, He had 20 employes, all 


boys, .addressing envelopes by hand 


| for the early mail-order houses. The 
“company” had among its customers 
some of the most prominent old-time 
Chicago houses, such as Work Bros., 


| wholesale clothiers; J. V. Farwell & 
| Co., Sweet, Dempster & Co., and 


others. 


Folks call him “Charlie” Browne, 


| quite naturally, and by “folks” is 
| meant a host of people, for he has a 


way not only of making friends 
readily but of keeping them. And 
some of his greatest “cronies” are 
among his competitors in business. 


| He is very high in Masonic orders 
| being a member of Park Lodge A. F. 


& A. M. 843, Park Chapter, R. A. M. 


| 213, Illinois Commandery, Knights 


of Templar No. 72, Oriental Consis- 
tory S. P. R. S. 32° Medinah Tem- 
ple A. A. O. N. M. S. 

Clubs of which he is a member 
are: Hamilton Club of Chicago; 
Swedish Club of Chicago; Belmont 
Golf Club; Evanston Golf Club 
(Handicap 17); Machinery Club of 
Chicago; Electric Club of Chicago, 
and the Milwaukee Athletic Club. 


His hobbies are golf and billiards. 











Some day the Globe Electric Co., of 
Seattle, Wash., can use this as an historical 
picture. It is the last one taken at their 
Occidental street location. They are now 
at 811 Second avenue, south. Left to right 
are: P. Y. Reiniger, vice president and 
general manager; D. U. Chamberlin, presi- 
dent, and C. D. Cunningham, salesman. 
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Osgar Pliers Comes Back ' 


(Continued from page 12) 

lights go out and they is a swish- 
ing noise as the sheet is pulled offen 
the swell fixture and then the lights 
is all turned on in the fixture and it 
certainly was a knockout and then 
ill of a sudden like whilst all the men 
folks is still saving ahh—and oh and 
the women, god bless em, is still say- 
ing how swell it would look in the 
parlor the lights starts to get dim in 
the fixture and something smelt 
funny like burning insulation and 
then the lights went out and they 
had to borry candels to finish out 
the dance which was tuff for the odd 
fellers but sweet for me as I got a 

chanet to slip out the back door. 
Well we finely got it all fixed. I 
took out the german wire and put in 
i bunch I bought from Eddie and 
thats that. Only Ive got a peice of 
that there wire framed in my office 
ind under the pitcher there is a sine 
which reads The most espensive 

cheap wire this side of the rine. 

Hoping you are the same, 
Respectively, 

OSGAR PLIERS. 











We have forgotten the initials of the 
gentleman with the overcoat on but his 
last name is Tomilinson. We are sure of 
this because he said “For the Love of 
Mike” spell my name right. Standing 
next to him is John Swan. This picture 
was taken on a cold day and John was 
saying just as we. snapped it, “O-O! but 
it’s C-O-L-D out.” These gentlemen are 
with the McKenney-Waterbury Co. of 
Boston. 








Teach Your [Industrial Plant 
Prospects the Value of Quick 
Make Quick Break Switches 


EACH your industrial plant pros- 
pects the value of the quick make 


quick break safety switches. lf 

















every buyer in industrial plants knew 
and understood the significance of this 
type switch, all the switches in their 
plants would be of the quick make 
quick break type with interlocking fea- 
tures such as the extensive Circle T 


line possesses. 





Impress upon them the foolproot satety 


No. 72323 


value, the saving in life and property, 








the low installation and maintenance 





costs and the simplicity of installation and operation of the quick 
make quick break safety switch. 

Here is another recent development and addition to the Circle 
T Line of quick make quick break safety switches. This new 
switch insures perfect closing and opening action making it im- 
possible to leave the blades in partial contact with the jaws with 


a resultant burning and arcing under heavy loads. 





This new switch is practically the same as other 
Circle T quick make quick break safety switches 
except that the box gives more wiring room and 
the spring is of unusual strength. 


The New QM and QB Spring 


\n integral part of any quick make quick break type 
safety switch is the spring. Upon the spring is de- 
pendent the operating efficiency of the QM and QB. 
The spring used in this new type switch has with- 
stood the severest tests without deterioration. No- 
tice the illustration—see how few and free from 
intricate parts is the mechanism which makes up 
the QM and QB device. The spring itself if 
worked to less than 50 per cent of its capacity will 
give a long life, easy and positive action. 


Jobber’s salesmen, here is a fast selling switch 





a dependable sales maker. Talk it to your prospects. 


! A Z : ; : ; 7 The New 
Get further details of construction from Bulletin 5, |QM and QB 


Spring 











\sk for it. 


The Trumbull Electric Manufacturing Co. 
Plainville, Conn. 


New York Chicago San Francisco 
114 Liberty St. 2001 W. Pershing Rd. 595 Mission St. 
Boston Philadelphia Atlanta 


THE INDUSTRIAL STANDARD FOR MORE THAN 2¢@ YEARS 
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A fitting for every need 


In the line of National Metal Mol- 
ding and Fittings, you’ll find just 
enough fittings--no more, no less-- 
to do a job well. 


It’s surprising how few are the fittings 
required to do the simple job and a pleas- 
ure to know that for the most intricate 
work, there is a fitting for every need. 
Since the inauguration of protected surface wir- 
ing by this Company, we have made a continual 
and thorough study of the problems met by the 
man on the job. Today, there are many impro- 
ved fittings and devices that have been perfected 
by us to make surface extension wiring a simple 
and easy task. 
1 Besides, you don’t have to fish wires around cor- 
| il ners and angles when you use Metal Molding— 
simply lay the wires in the base and snap on the 
rigid cover that locks. 

































































National Metal Molding Company 


tilings rc 
jos en0u hi fits 





Represented in all principal cities 


A copy of our hand-book for the man on the job 


t a b will show you how easy Metal Molding has made 
odo wel] surface extension wiring. Send for a free copy. 


National Metal Molding 


—TAKES AND HOLDS ANY COLOR OF PAINT— 











Conning the Trade 


(Continued from page 22) 


| grip, hands out a new shining hot 








plate and says, ‘Here, Bill, you need 
this in your business,” Bill says. 
“All right, Jim, put me down for 
what you think I need.” 

“Jim doesn’t stop there,” con- 
tinued Jack. When he sells his cus- 
tomer a new item, he sells him. By 
that I mean he sells the dealer on 
the thing as well as sells it to him. 
Then Mr. Dealer knows how to sell 
it to his trade. That, Sid, my boy, is 
conning the trade right.” 

“Thanks, professor,’ said Tom 
mockingly. “The class will now move 
to the Gaiety Theatre to witness 
“Conning Her Contour, or Why 
Conley Got Canned.” 

“Not me,” objected Sid, “I am go- 
ing to my room to con over some 
trade literature, and concentrate a 
little on a few pages in THE JoBBER's 
SALESMAN, preparatory to conning 
the trade right. Good Night.” 








This gentleman is none other than Roy 
W. Grosset, secretary of the Colonial Elec- 
tric Co., of Philadelphia. Before coming 
to Quakertown, Mr. Grosset was connected 
with several jobbers in New York. 
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ELECTRIC SUCTION 


CLEANER 


ELECTRIC SUCTION 


CLEANER 





The FOUR ACES 


of the Electrical Appliance 





‘TARE x 
'RONE RE 





RSTAREX Kook-Rite 


ELECTRIC 


THE APEX ELECTRICAL DISTRIBUTING COMPANY, 1061 E. 152nd ST., CLEVELAND, OHIO 


FACTORIES AT CLEVELAND, O., MUNCIE, IND., AND TORONTO, CANADA 
Copyright i923, The Apex Electrical Mfg. Co 
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Edited by “SE-AR-DE” himself 








Help Your Radio Dealers 











Capitalize on Man’s Creative Genius 








TYPE AD2 RECEIVER 


Se-Ar-De short wave receiving sets reach their highest develop- 
ment in our type AD2 Receiver; this unit incorporates all the 
advantages of the type AD and has the added advantages of being 
itted with two steps of audio frequency amplification. 


Type AD2 is supplied in knock down form only and consists of 
the following parts: 


1-- 6% x21" Bakelite Panel drilled Amplifying Brackets 

and engraved 1—-No. 600 Dubilier Grid Condenser 
1—-No. 166 Center Kotor Coupler | O0025 M. F, 
2—No. 164 Knobs and Dials 1— No. 601 Dubilier Phone Condenser 
1--No. 185 17 Plate Var. Condenser | -002 M. F 


Insulated Binding Posts 
Dead End Front Switch 
Socket, 2 Rheostats, Mounting Plate 
Sakelite Mounting Plate 


00035 M. F. 

Vernier Adjusters 
1 Cutler Hammer Rheostat Plain 
> No. 168 Vacuum Tube Sockets 


Federal Jacks Screws, Nuts, Spaghetti, Bus Bai 
2 Amplifying Transformer ‘ Wire, ete. 
All the above parts are packed in) wooden bex, together with 


wiring diagram. 


Cabinets are supplied extra should the dealer want them and are 
not included in sets. 


All parts are first class and the unit as a whole as well as each 
separate part carry the Se-Ar-De guarantee 


A wonderful Christmas seller for your dealers. 





SHOWING TYPE AD2 MOUNTING PANEL 


| 
| 





Just the other day a old friend 
of mine dropped in the office for 
a chat and of course it wasn’t long 
until the talk drifted around to 
radio and the progress it has made 
in the last few years. Said he, 
“You know Searde, I should like 
to make a radio set so that when 
my neighbor drops in to hear a 
concert I can say, ‘Yep! I made 
the set myself!’ but the trouble is 
that I don’t know enough about 
the different parts that are neces- 
sary to make the completed set, 
nor how to assemble and wire them 
up. Unlike the average ‘bug,’ | 
haven’t the time to read up on all 
the radio magazines and get my 
‘dope’ on how to build a set but, 
as I say, I am handy with tools 
and would like to make a set.” 


Jobbers salesmen do you realize that 
there are any number of chaps like the 
above who want to make their own set 
vet don’t know just how to go about it? 


For just such customers that your 


dealers have, we have assembled four 
complete knock down sets that any onc 
with a little mechanical ability can put 
together in a short time by following 


the instructions and wiring diagram. 


These sets were brought out to enable 
a person with some ability to procure 
a set that when wired would equal in 
operation some of the higher priced 
sets on the market. 


The next dealer you call on sell him 
the idea of carrying a few knock down 
sets and he’ll be surprised at the in- 
crease in sales these sets will bring him. 


One of our Boston Jobbers tried push- 
ing these knock down sets and has 
added a big volume to his radio depart 
ment. You can do the same for your 
house in your territory. 


Have your salesmanager write us for 
more complete information on these 


sets. 





R. MITCHELL CO. 


255 Atlantic Ave. 


Boston, Mass. 


For 47 years Manufacturers of Scientific and other equipment 


Look for trade mark on every piece 
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It's easy to sell because it’s the outstanding development of the year in 
the field of Commercial Lighting. Repeat orders from Jobbers and Deal- 
ers since “Focalite’’ was placed on the market three months ago, have 
compelled us again to enlarge our manufacturing space and increase our 












help considerably 
hy The externally adjusted lamp focusing feature of the ‘‘Focalite’’ makes 
lh, certain the maximum of lighting efficiency. It applies to any size or shape 
* of unit and takes any type of lamp. 








| ree tz = é . oe . . . 
4 Focalite’’ is sold in two standard finishes—Statu- 


ary Bronze and Brush Brass, and is packed indi- 
vidually in a neat, compact carton. Easy to handie 
and easy to sell. 


‘Focalite’’ will give you quick turnover and a good 
net profit. 








Write today and ask us to tell you more abcut it. 


sana MOE-BRIDGES 






THE JOBBER’S LB] s 


Proper mixing of the ingredients used 
in ACE and VICTOR Dry Cells pro- 
motes uniform corrosion of the can 
and gives the maximum energy for a 
greater length of time. 


s*” | THE CARBON PRODUCTS Co. | 

ACE Dry Cells oF ited cc bal didn 
ACE Hot Spark Batteries 
ACE Flashlights and Flashlight Batteries 
ACE Wireless Batteries. ACE Carbon Brushes 
ACE Welding Carbons. VICTOR Telephone Cells 
DICKEY Projector Carbons 
Complete line of Carbon Specialties of the 

highest quality 
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I am Editor of these jokes. I'll build 
new ones long as I can, then dust off some 
old ones. No explanations or diagrams. 
Laugh at ’em as they are, or give ’em the 
razz if you must; I can’t be bothered with 
making repairs. 








Harpiuck Sam. 
* * * 


At The Convention 
Sales manager: Why did you applaud 
Jones’ speech so heartily? 
Vice-president: I was sitting right in 
front of him and I happened to know he 
had a quart in his room. 
: eo 


Sweet Neutrodyne 
Robbers in New York stole $10,000 
worth of Radio. The first thing they 
got was Sing Sing. 
* * * 


An Error on The Pitcher 

Lucille: May has a lovely pair of 
twins, but her husband is terribly dis- 
appointed. 

Grace: Disappointed? 

Lucille: Yes, you see, he wanted a 
little ball-player, and she presented him 
with two stenographers. 


* * * 








If You Expect A Place in The Sun You'll 
Have to Get Out in The Rain 
Pretty Often. 


* * - 


He Knew His Stuff 


Ker-zam! <A shell landed on the edge 
of a_ shell-hole, which immediately 
yielded a dusky warrior who dashed to 
a different spot. “Hey you!” cried his 
white lieutenant, “what do you mean 
by moving without orders?” ‘“Ordahs 
hell!” returned the colored boy “Ah got 
mah ordahs when dat shell hit.” “Don’t 
you know,” said the officer, “you will 
give away your. position?” “Huh!” 
sniffed Sam, “shell come over dar, mah 
position heah—shell come heah—mah 
position ovah dar. Ah ain’t got no 
reglah position.” 

x ok * 


Coming Soon 
A-a-l-l abo-o-a-a-r-r-d! The _ Inter- 
planetary Air Line, Celestial Limited! 
Washington Monument, Woolworth 
Building, Eiffel Tower, Mt. Everest, 
Moon Heights, and the Golden Gate! 
Hold Your Hats!!! 


* * * 


Or Where They Keep It 


One half of the world is trying to find 
out where the other half gets it. 
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DUNCAN 


Watthour Meters 


Duncan meters have now been on the market since 1894, 
and during these twenty-nine years they have worked their 
way into every civilized country on the globe. No improve- 
ment in the meter art has escaped them, and at no time 
have they failed to represent the acme of efficiency and 
dependability. 


The history of Duncan Meters has played a prominent part 
in the art of meter building. Duncan meters have kept 
pace with every modern requirement of the time. 


Consequently, jobber’s salesmen find prospective dealers 
possess an intimate knowledge of their qualifications and are 
susceptible to quantity purchasing. Knowledge means sales 
for your dealers and for you, too. 


PUSH THE DUNCAN LINE. 


DUNCAN ELECTRIC MFG. CO. 


Lafayette, Ind. 
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Sangamo Conference Like a 
National Convention 

The second annual sales conference 
of the Sangamo Electric Co., Spring- 
field, Ill., was held at Springfield, 
during the week of November 12. 
Representatives from New York to 
San 


Canada to New Orleans were on hand 


Francisco and from ‘Toronto, 
to participate in the meeting. 

A rather unique method of conduct- 
ing a sales conference was introduced 
by assigning a subject to each repre- 
had to 
paper in much the same manner as is 
done at N. E. L, A. Dis- 


cussion on each paper followed and 


sentative and he present a 


conventions. 
this method really proved very satis- 


The 


those of a highly technical character 


factory. papers ranged from 


to those of a sales natur: 


Leading jobbers such as Wet- 
more-Savage Co., Boston, Rumsey 
Electric Co., Philadelphia, Electric 
Appliance Co., Chicago, had _ repre- 
sentatives present. 


* * * 


New Anti-Theft Device for 
Lamps 
A novel arrangement for the pro- 
tection of incandescent lamps against 
theft has been patented by T. A. 
Dickinson, 3961 Third street, 
Struthers, Ohio. Before inserting the 











Some of Those Present at the Sales Conference of the Sangamo Electric Co., 
Springfield, Ill. 


lamp in the socket, the edges of the 
central contact are pried up with a 
knife. A thin metallic washer, slightly 
greater in diameter than the threaded 
portion of the lamp socket, is laid 
over the end of the lamp base. On 
top of this is an insulating washer 
and finally comes a_ slotted lock 
washer which slips under the pried- 
up central contact. This last washer 
holds the other two in place on the 
lamp base. 


Now screw the lamp into the socket 


and the edges of the thin metallic 


washer, engaging the threads of the 
socket, but a little larger in diameter, 
are bent downward toward the bulb. 
Try to unscrew the lamp from the 


socket, however, and these edges start 
to bend back the other way and 
wedge into the threads so that it is 
impossible to remove the lamp with 


out breaking it. 
— 


Northern Electric in New 
Factory 


The Northern Electric Co., manu 
facturer of the Northern curling iron 
and heating pad, has moved to its 
new two-story and basement brick 
building at 2835 North Western ave 
nue, Chicago. The factory has ap 
8,000 of floor 
space, which will be almost entirel) 
devoted to manufacturing. 


proximately 


sq. ft. 





These interesting views in China were taken by the Westing- 
The one at the left is the 


house Electric International Co. 


associates. 


Peking office of the company, showing Kay Ingerslav and his 








At the right we see how Westinghouse fans are 
advertised in Tientsin. 
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Giant Sunbowl Display Truck in Action 








Radiant Heaters Tour the 
Country 


In connection with its country-wide 
newspaper advertising campaign on 
Simplex 


‘Sunbowl’’ radiators, the 


Electric Heating Co., Cambridge, 
Mass., is arranging showings of a 
giant “Sunbowl” radiator in nearly 
all of the principal cities in the coun- 
try. A large number of these displays 
consist of a stationary exhibit of one 
of the “Sunbowls” usually in opera- 
tion. These displays are in front of 
their wholesalers’ stores, at fairs, elec- 


tric shows, etc. Others consist of a 
“Sunbowl” on an electric or a gaso- 
line propelled truck carrying storage 


batteries sufficient to operate the 11-| 


kilowatt heating unit. 

The traveling displays, one of which 
is illustrated, consist of a 314-ton| 
gasoline propelled truck, especially | 
painted in attractive colors and de- 
signs. On the truck is mounted an 
enlarged reproduction in color of the 
Within 
this carton is installed a 15-kilowatt 


“Sunbowl” radiator carton. 


gasoline propelled electric generating 
outfit which supplies the heating ele- 
ments of the radiator. 











J. J. Keith, for five 
years a sales and adver- 
tising executive of Altor- 
fer Bros. Co., Peoria, 
Illinois, manufacturers of 
the ABC electric wash- 
ers, has accepted the 
position of general sales 
manager for the Lincoln 
Washing Machine Co., of 
Detroit, and has already 
assumed his new respon- 
sibilities. Mr. Keith will 
direct Lincoln national 
sales, recent expansion of 
the company’s manufac- 
turing facilities having 
made possible an exten- 
sion of its distribution 
which has. been, until 
recently, confined chiefly 
to Detroit and neighbor- 
ing distributing centers. 
As the expansion of ter- 
ritory requires knowl- : | 
edge of advertising, Mr. 
Keith’s past experience 
will no doubt prove 
valuable. 












“AMERICAN 
BRAND” 


Weatherproof and 


Bare Copper Wire 
and Cables 


What’s In A 


Name? 


When you mention to your pros- 
pective buyer that you are selling 
“American Brand’’ Weatherproof 
Wire and “A-1"" Magnet Wire, he 
knows you are selling the best wire 
in their line because they have both 
proven their quality through years 
of tests, and your sales efforts are 


very light. 


That's why you should always talk 
Brand” and “A-1.” 


You'll get the orders quicker and 


*“‘American 


easier. Try it—send for samples 


for your customers and prospects. 


American Insulated 
Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 5 
HAS NO EQUAL 
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New Electrical Products, Illustrated 





» ii 


The “Eisemann,” a high grade and 
efficient resistance adapter, has been 
developed to provide a method for 
utilizing either UV-199 or C-299 
Radiotrons in a radio receiving set 
equipped with standard base sock- 
ets and low resistance rheostats. 
This unit makes unnecessary the 
substitution of a high resistance 
rheostat or the installation of an 
extra resistance coil in the filament 
circuit. It is being marketed by the 
Kisemann Magneto Corp., Brooklyn, 
Ne ks 


All-brass fixtures of a quality: 
and finish to cause people t»° 
“Notice the Lighting Equip- 
ment,” are manufactured by 
the Scott-Ullman Co., 3311 Per- 
kins avenue, Cleveland, Ohio. 
The one and two-light fixtures 
shown at the left and right 
respectively, are indicative of 
some of the simpler designs. 
There are others more ela- 
borate for ceilings. This com- 
pany, by the way has formu- 


lated a policy to sell the line 
through electrical supply job- 


bers. 








The “Arrow” range-type recipro- 
cating heater switch is designed to 
be used with a separate fusible sub- 
base. ‘The various wires which con- 
nect the switch to the line and to 
the heater are secured to suitable 
terminal plates on the sub-base. 
The main line connections or bus- 
bars are supported in parallel 
grooves on the bottom of the sub- 
base to simplify installation in 
groups. ‘The fuses are installed be- 
tween the line and the switch. The 
heater switch is being manufactured 
by the Arrow Electric Co., Hart- 
ford, Conn. 


The refrigerating unit manu- 
factured by the Creamery 
Package. Co., 61 West Kinzie 
street, Chicago, is a compact 
outfit, simple in construction 
and designed to give long and 
continuous service. It is 
equipped with thermostatic 
control which automatically 
starts and stops the compres- 
sor as is necessary in order to 
maintain the proper tempera- 
ture. The machine is operated 
by a one-half H. P., 1200 R. 
P. M. electric motor connected 
to compressor by belt. 











The Edwin I... Wiegand Co., 422 
First avenue, Pittsburgh, Pa., has 
brought out a line of “Chromalox” 
strip heaters in one and _ two-foot 
lengths with wattages ranging from 
250 to 1,500 for both 110 and 220 
volts. These heaters are claimed to 
be practically indestructible as they 
are substantially constructed, being 
completely enclosed and moisture 
proof with terminals on on side per- 
mitting clamping to smooth § sur- 
faces. 





The “Adapta-Unit” a new de- 
vice manufactured by the Adapta- 
Unit Co., Chicago, is designed for 
use in schools,. hotels, banks, ete. 
It is a metal globe holder that can 
be instantly attacked to the shade 
holder of any one-light ceiling fix- 
ture or pendant. With the 
“Adapta-Unit” is furnished a 
handsome’ cased-glass_ diffusing 
bowl, 12 in. in diameter for a 100 
to 150-watt lamp (14 in. in diam- 
eter for 200 watts, and 16 in. for 
300 watts). The globe is held 
securely in position, not by screws, 
but by three metal fingers which 
support the bowl from the inside 
without clamping it, thus prevent- 
ing breakage from expansion of 
the glass when heated. 
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New Electrical Products, Illustrated 








The Automatic Electric Heater Co., 
Warren, Pa., has recently added to its 
line a new flush type “timeter” con- 
trol panel for the convenient opera- 
tion of its electric water heaters. This 
instrument is designed to be used in 
new homes, where it can be mounted 
flush with the wall. ‘The panel is fur- 
nished in nickel and brushed brass 
finish. 


To meet the demand of the new 
P-19 Mill type Mazda “B” lamp 
placed on the market recently by the 
various lamp manufacturers, the Na- 
tional X-Ray Reflector Co., 235 West 
Jackson boulevard, Chicago, has 
brought out three new reflectors to 
meet the demand of this lamp. They 
are the Mill type, as shown on the 
top; the Hood, Jr., shown in the lower 
left hand corner, and the Scoop, Jr., 
shown in the right hand corner. They 
are efficient, pleasing in appearance, 
sturdy in construction and accurately 
designed. 























The A. H. Petersen Mfg. Co., Mil- 
waukee, Wis., manufacturer of port- 
able electric tools, has recently per- 
fected and is now in quantity produc- 
tion on a new type of valve grinding 
machine known as_ the _ Petersen 
“Double Action” valve grinder. By 
an unique gear arrangement this 
machine automatically combines a re- 
volving and an oscillating motion in 
grinding the valve and thus dupli- 
cates the motion obtained by experts 
using hand-grinding tools. A special 
hook attachment is furnished for 
grinding Buick valves. It is also 
adapted to loosening Buick valves 
which have become stuck without re- 
moving the cage from the engine. An 
offset attachment is designed to slip 
into the chuck of the machine so that 
the operator can, if he desires, grind 
all valves from the side of the engine 
block instead of from the top of the 
engine. 

















The “Ajax” fish wire is a new product of the Ayres Electric 
Co., Wayne and Ash streets, Piqua, Ohio. It consists of a steel 
spring with two spring wires wrapped spirally around it, the 
spiral being partially open to give it flexibility. The wire is 
very flexble and bends easily in all directions and at the same 
time resists making short kinks against the sides of the con- 


duit, which cause friction. In practice it 
is found to push through a conduit sys- 
tem with very much more ease than flat 
wire, and has in several instances been 
used for fishing through some particular 
runs of conduit where it was impossible 
to get a flat tape to go through. In 
ordinary fishing it also works faster than 
flat wire, and consequently, is a valuable 
time saver. 











The electric solder set is a new 
product of J. Thos. Rhamstine, 2152 
East Larned street, Detroit, Mich. 
The iron is substantially constructed 
and is neat in appearance. It is small 
and well adapted for radio or general 
home repair work. One of the fea- 
tures of this iron is the removable 
tip, which is easily replaced when it 
becomes burned or corroded too badly. 
The metal parts are nickeled and pol- 
ished. The heating element is Ni- 
chrome wire, and will be replaced, free 


‘of charge, if found defective within 


one year. The iron comes complete 
with cord and two-piece attachment 
plug and self- fluxing solder. This 
iron can be used on either direct or 
alternating current. 








In appearance the “Kook-Rite” re- 
sembles a fireless cooker, but differs in 
that there are two electric hot plates 
in the oven, one underneath, the other 
on top, with two plugs allowing full 
control of the heat and to a fine de- 
gree. The top lid is not hinged, so 
that it can be turned over and the 
heater used as the burner of a gas 
stove. On the front of the stove is 
the “timeter,” which shuts off the 
electric current after it has been on 
for a predetermined time. The Apex 
Electrical Distributing Co., Cleveland, 
Ohio, is the manufacturer of this de- 
vice. 
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Herwig Outdoor oon , 
Dominate the Field in Sales! 


In Quality, Too! 


ITH their high quality it is easy to understand 

why they dominate the field in sales. Their 
quality is known and is depended upon, that’s why 
jobbers realize such a neat profit at the end of their 
fiscal year on the line. 
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Complete Line 
Herwig Outdoor Lighting Fixtures include fixtures 
suitable for apartment buildings, residences, churches, 
institutions, industrial plants, garages, etc. The line 
is unusually complete. 
Big stocks are not needed by the jobber—your orders 
will be filled quickly and accurately. 
We have prepared 4 new catalog sheets, 
printed on both sides, for your catalog. 
Ask your sales manager to get a set for you. 
Catalog No. 12 will be seat on request. 


HERWIG ART SHADE & LAMP CO. 


2140 N. Halsted Street 
Chicago 
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BROCKWAY 
VARIABLE 
CONDENSER 











White Frosting Solution 


Produces a smooth white frosted 
surface on any cl€ar electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





of the 


increasing 


features 
its 


These special 
Brockway explain 
popularity and sale. 

Easier to adjust than a vernier, 
low R. F. losses, occupies no space 
behind the panel and is attractive 
in appearance. 

We have a special jobber’s prop- 
osition which will interest you. We 
would like to submit it for your 





approval. ® en ad : 
BROCKWAY LABORATORIES CO. : Distributors of A gp Output: 
Toledo Ohio UNION ELECTRIC COMPANY 


Pittsburgh, Pa, , 
Northern Electric Company. 














Canada: 





Thiess Represents Liberty 
Gauge on Coast 
Robert_H. Thiess, who 
known to the jobbing fraternity of the 
| western states “tireMwestern Canada, 
Sie. 







is well 
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Robert H. Thiess 





has been appointed factory represen- 
tative for the entire Pacific Coast by 
the Liberty Gauge and [Instrument 
Co. of Cleveland, makers of the “‘Lib- 
erty” Pacific Coast head- 
quarters are maintained at 426 Byrne 
building, Los Angeles. 

Associated with Thiess in the west- 
ern territory is L. W. Thayer, who 
makes his headquarters in Seattle and 
represents the Liberty Gauge and In- 
strument Co. in the Northwest. 

* * # 
“Happy” Crawford Enjoys 
California Motoring 

V. L. Crawford recently made a 
1,600 mile journey by automobile 
over the Pacific Coast, with salesmen 
of the Baker-Joslyn Co., distributors 
of the products of the Everstick An- 
chor Co., of St. Louis. The trip was 
made during September and October. 
Although Mr. Crawford had already 
been through this country, he says 
that he did not realize before the de- 
lights of motoring through its won- 
ders at the rate of 250 to 300 miles 
a day over éoficrete. — 

Incidentally it may” be .mentioned 
that through his work while out there 
Baker- Joslyn Co. sold two carloads 
of fay anchors to the Postal Tele- 
graph company for a new line from 

Fort Worth to Los Angeles. 





hot plates. 
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Pushing the “Service Station” 
Idea 


Herewith is reproduced a display 


card for dealers put out by the Beaver | 


Machine & Tool Co., Newark, N. J. 











ier Electrical i 
Appliances 
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H' Ww many valuable elec- 
treal appliances have you 
out of service because of aworn 
cord, or other trifling trouble! 

Let us make the repairs — or 
better still — ste; 
} pick out a bea x 
We have them to fit all appli 
ances. Ready to hand you. 
No waiting, 











Card 


“Service Station”’ 


which is pushing the “Electrical Serv- 
ice Station” 
the October issue, 
things which will help the retailing 


idea. As mentioned in 


this is one of the 


end of the electrical industry, as it 
helped the automotive 
get people to think of the electrical 
contractor-dealer’s place of business 


industry—to 


as a “Service Station.” 
* *# « 
John W. Fay Represents Sears 
Henry D. Sears, Boston, Mass. 


general sales, agent for Weber wiring 
devices announces that John W. Fay 
is now district representative in New 
and 

Metro- 


Mr. Fay has been a 


England, except Connectigut, 
New York state outside’ of the 
politan district. 
specialty salesman with the Malden 
( Mass.) Co. 
Carl.C. Smith, who recently resigned. 
* * * 

Coffin-Perry Co. Move Office 

The Coffin-Perry Co., Pittsburgh, 
Pa., and Columbus, O., sales agents 


Electric and succeeds 


an- 
removal Pitts- 
501 Ferguson build- 


for -electrical manufacturers, 
nounce the 
burgh office to 
ing. The company represents Ed- 
wards & Co., Thomas & Betts Co., 
Frank Adam Electric Co., and other 
manufacturers. 


of their 








Dealers 
Engineers 


Jobbers 


Purchasers 





A FACT FACTORY 


WHOSE SERVICES ARE USED BY— 


| 
Central Stations | 


Manufacturers 



















| Accuracy 

| Arbitration 
‘Demonstration 
| Quality 

|Research 

Safety 
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ELECTRICAL 
PRODUCTS. 


for 1924? 


Here-is a representative line of fast 
Seliers with assured satisfaction. 


When 

Elec tric al Products off your met The 
b se that Sterling jobbers enfeyed in 1923 
if,nothing compared to the oppartmpities dur- 
ing the coming year. 
The superior quality separating Sterling prod 
ucts from similar lines, together with the un- 
usual profit, should urge you to write now for 
this line. 


STERLING HEATING PADS 
A heating pad in which beauty stands 
only to electrical perfection. Definite yearly 
guarantees, Single and Three Heat control 
Can be folded without short-circuiting. Prices 
astonishingly low, 

STERLING VIOLET RAY OUTFITS 
Several styles, all beautifully designed and 
thoroughly efficient. Also ozone generators 

DU CHARME ELECTRIC CHEFS 

A waffle mold with a hot plate top prepares 
practically all food that the average gas range 
does—¢ xcept baking. 
We also manufacture Sterling ‘‘Tri-State’’ 
Electric _Irons, “Triple Heat”’ Electric 
Blankets, and other Electrical Heating Ap- 
pliances. 
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makes a splice which resists all weather. 


A specialized product,—that is what Hydro- 
Proof Tape is; insulation designed for out- 
door work. 


There are a great many kinds of tape. Each 
kind is good for its purpose. But to Hydro- 
Proof Tape belongs the distinction of being 
able to meet the weather and still hold its 
adhesive and insulating qualities. 


Elkhart Rubber Works, Elkhart, Ind., makes 
this tape and will be glad to answer your 
questions about it: 















A Lamp Coloring That Will Not Fade! 


—and a profitable item to push! 


A quick-drying—non fading—brilliant lamp coloring for incandescent lamps. 
Comes in over-sized cans so that bulb can be dipped directly in can. 


Large assortment of colors. All coloring guaranteed. 


Mr. Sales Manager—Drop us a_ Ite. 
Mr. Jobber’s Salesman—See that he does it. 


Crown Coloring & Chemical Co. 
327 Columbus Ave., New York City 


Middle West Representative 
American Manufacturérs’ Agency 
200° N. Wells St., Chicago, HI. 

















Extensive General Electric 
Staff Changes 


Important rearrangements of cer- 
tain fields of work within the sales 
branch of the General Electric Co., 
involving a change of name of two 
departments, been announced. 
In connection with these changes, 
Dana R. Bullen, for a number of 
years manager of the Supply Depart- 
ment, has. been advanced to the posi- 
tion of assistant vice-president on the 
staff of the vice-presidents in charge 


have 








Dana R. Bullen 


of sales of general apparatus and sup- 
plies. 

What has hitherto been known as 
the Lighting Department becomes the 
Central Station Department, and the 
name of the Power and Mining De- 
partment is changed to Industrial De- 


| partment. 


C. W. Stone, manager of the former 
Lighting Department, will 
as manager of the Central Station 
O. Troy, formerly 
manager of the Sales 
Department, is appointed executive 
assistant manager of the Central Sta- 
tion Department, with headquarters 
at Schenectady, and W. M. Stearns, 
formerly one of the assistant manag- 
ers of the Supply Department, be- 
comes assistant manager of the Cen- 
tral Station Department, in charge of 
the street lighting, miscellaneous 
switchboard device, holding compa- 
nies contract, and miscellaneous sup- 
ply and order sections. 

R. D. Mure, assistant manager of 


continue 


Department, M. 
Transformer 
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This demonstrator . 
doubles counter sales 


getting rid 


of the shadow 


23 
iz 


The Lighting Dozen. Twelve separate 3 
panel displays, each with a different sales 
creating message, not only for Edison MAZDA 
Lamps but for all electrical merchandise. 











Ready-made advertisements. Real selling 
messages—six different series of them to use 
in your local newspaper. Plenty of room 
for your name and address. 








Thiscounter display stand,withtesting socket,demonstrates 
every type oflamp you carry. Separate tumbler switches per- 
mit the customers toturn on the individual lamps. The stand 
is strong and sturdy. Made of metal, and lithographed in ten 
colors. It is two feet high 





ANY AN AGENT has found 
that the use of the coopera- 
tive advertising shown on this page 
has increased his profits several fold. 


This increase comes from two directions— 
first, in greater lamp sales; and second, in 
a greater margin which is the result of 
reaching a higher volume. 


The demonstrator pictured above is the 
best lamp salesman you could employ. Your 
customers can operate it while waiting to 
make their purchases or while you are wrap- 
ping their packages. Animportant advantage 
is that it was carefully designed to occupy 
only 14x 15 inches of counter space. 

Lamps are the most frequent point of con- 
tact with your customers, and this demon- 
strator willimpress on their minds that your 
store is the place to get Edison MAZDA 
Lamps. It will pay you to get your share of 
all of this valuable material. Just write to 
Edison Lamp Works of General Electric 
Company, Harrison, N.]J. 


EDISON LAMP WORKS 
OF GENERAL ELECTRIC COMPANY 
HARRISON, N.J, 


A GENERAL ELECTRIC PRODUCT 





A Primer of 
Home Lighting 








The Lighting Primer. 36 pages, printed in 
three colors, which tell consumers simply 
and pictorially why good lighting is neces- 
sary and how to get it. 





Booklets for mailing. Dozens of business 
bringing folders, blotters and booklets ju 
waiting for you to order er Ask tor sar 


sa etal.s 
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‘‘Red Devil”’ 
_Haven’s Clamps 
and Buffalo Grips 


66 ED DEVIL” Clamps 
and Grips have won 
a high rating among linemen 
and electricians engaged in 
telephone, telegraph and 
general power line work. 


Over a quarter century’s drop 
forging experience behind them— 
embody the latest improvements 
in construction and design. 





“Red Devil” Haven’s Clamps, 
Nos. 368 and 566 for No. 6 and 
smaller wires. Nos. 369 and 568 
for 14 in. and smaller wires. 





“Red Devil” Buffalo Grip No. 
471, for No. 6 and smaller wires. 
No. 472 for No. 0 and smaller 
wires. No. 473, for No. 0000 and 
smaller wires. 


Send for the “‘Red Devil’’ Tool 


Catalog showing the entire line. 


SMITH & HEMENWAY CO., Inc. 


Manufacturers of “Red Devil’’ 
Electrical Hand Tools 


266 Broadway New York, N. Y. 


Keep his confidence 
Sell him “Red Devils’’ 

























the former Lighting Department, be- 
comes assistant manager of the Cen- 
tral Station Department in charge of 
apparatus sales. F. G. Vaughen and 
|present staff are transferred to the 
‘Central Station Department, and con- 
tinues in charge of the meter business 
of the company, retaining the title of 
sales manager Meter Department. 
Similarly, W. S. Clark and present 
staff, in charge of the company’s wire 
and cable business, are transferred to 
the Central Station Department. 





The Railway Supply section and 
‘present staff, conducting the com- 
pany’s business on railway motor and 
control parts, railway line material 
and rail bonds, are transferred from 
the Supply Department, of which 
E. P. Waller is manager. 

The Industrial Heating Device, In- 
Control, Mine Locomotive 
and Stationary Motor Repair Parts, 
and Febroil, Textoil and Textolite 
Gears Sections of the Supply Depart- 
ment transferred to the Indus- 
trial Department, A. @. 


dustrial 


are 
of which 





|Bush, manager of the department un- | 


‘der its former name of Power and 


Mining Department, continues in 
charge. 
N. R. Birge, formerly one of the 


two assistant managers of the Supply 
Department, is assigned to the staff 
of the president of the company. Mr. 
Birge will assist in supervision of 
associated manufacturing companies, 
being associated with D. C. Durland 
in this work. 

All these changes became effective 
“November 1. 
| Mr. Bullen, who as assistant vice- 
president will direct the relations of 
ithe company with outside commercial, 
manufacturing and engineering asso- 
‘ciations and undertake additional du- 
ities, has been connected with the com- 
/pany for over 35 years, and for about 
'15 years past has been manager of 
ithe Supply Department. 


| Frank H. Gale, who for the past 


M17 years has been in charge of the | 








space advertising of the company, has | 


‘been assigned to the staff of Mr 
\Bullen. In this new position to 
which Mr. Gale has been promoted, 
che will assist Mr. Bullen in the mani- 
fold activities of his new work, and 
| especially will have charge of con- 
ventions and exhibits. He will have 
ithe title of Manager of Conventions 
‘and Exhibits, and his field will be 


lone with which his work has made 











“Build a fire under 


your 
heating pad sales!” 


“Torrid” is “hot-stuff” for retailers 
with “cold-feet.” 

Never before has a really reputable, 
reliable quality pad been listed so 
low—only $7.50 for the 12x15 in. 
or $5.00 for the 10x12 in. Never 
before was such turnover possibili- 
ties, such profit for your trade and 
your House! 


Sell yourself first on Torrid—and it 


, will be first in your sales reports! 


Compare Torrid’s 
construction with 
highest-priced pads. 
Note the two therm- 
ostats, the use of 
finest asbestos braid 
around nickle re- 
sistor wires, instead 
of cotton or rubber 
coverings. Note the 
Switch, the Eider- 
down “envelope”’— 
throughout. If your 
House hasn’t Tor- 
rid, urge the “G. M.” 
to write at once to 


Frank E. Wolcott 
Mfg. Co. 


Hartford, Conn. 

















or any of these 
Agents 


Sega san gt gg IOI yy 
The FRANK EWOLCOT! MFG.CO. 


“ ew Hartford, Conn. 


Pacific Coast Agents, Western Agencies, Inc., 

San Francisco, Calif. 

Southwestern States, The Folsom Co., 
Dallas, Texas 


Southern States, The Robertson Sales Co., 
Birmingham, Ala. -_ 
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Martin P. Rice 


him very familiar. The change will 
be effective December 1. 

The Publication and Advertising | 
Departments of the company will be 
combined on December 1, with Mar- 
tin P. Rice, as manager of the Pub- | 
licity Department, in charge. C. H. 
Lang, who has been assistant to Mr. 
Rice as manager of the Publication | 
Department, will continue as assist- | 
ant manager of the newly created 
Publicity Department and T. J. Mc- 
Manis, who has been manager of De- 
partment of Publicity for the Edison 
Lamp Works of the General Electric 
Co. at Harrison, N. J., will also be- 
come an assistant manager of the new 
department. 

Mr. Rice, new publicity manager, 
has been in the employ of the Gen- 
eral Electric Co. for 28 years. His 
first two years were spent in engi- 
neering work and when the Publica- 
tion Bureau was organized in Decem- 
ber, 1897, he was made manager, a 


position which he has since held. 
- * * 


“What Do They Mean,— 
Slowly” 


An unusual form of sales letter is 
being sent out by the Stow Manu-. 
facturing Co., Inc., Binghamton, 
N. Y. A German 50,000-mark note 
is attached to the letter, which reads: 

“Slowly but surely, the German 
mark is depreciating in value, just 
as the cheap tool is in your shop. 

“Stow tools of proven value are 





sold on merit, with 48 years of ex- 
perience to their credit.” 





on terem 
a 












































EMERSON EXHAUST FANS 


Pure fresh air is necessary the year ‘round in public halls, theatres, 
stores, restaurants, churches, factories and places for public gatherings. 


Emerson Davidson Blade Exhausters in 12-inch, 18-inch and 24-inch i 
sizes are big, powerful fans, moving large volumes of air without undue 
noise or excessive consumption of electricity. 


Parker Blade Exhausters in 12-inch, 15-inch and 18-inch sizes are 


highly satisfactory where extreme quietness is not important. 
All fans supplied for all commercial voltages and frequencies. ] 


Emerson exhaust fans can be installed at reasonable expense and 
will give prompt relief from unsatisfactory conditions. 


Louvers supplied with 18-inch and 24-inch fans. 


Engineering advice, without obligation, for any contemplated in- 
stallation. 


The Emerson Electric Mfg. Company 


50 Church St., New York City. 2018 Washington Ave., St. Louis, Mo. 








The Emerson Company Sells No Apparatus at Retail. 











Build Sales With SEMCO 


SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 20. 


Sewickley Electric Manufacturing Co. 
Sewickley, Pennsylvania 
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It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all -of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Ill. 


























| Washington University, 


| tween 


| Goodrich Heads Lindsay Elec- , 


trical Division 
W. M. Goodrich, for 12 years in 
charge of lighting equipment of the 
Western Electric Co., Chicago, has 
been made manager of the electrical 





r 





W. M. Goodrich 


division of the Lindsay 


Before 


Goodrich 


Light Co., 
Chicago. 


Mr. 


entering 
studied electricity at 
St. Louis. In 
1906, when lighting was still a matter 
of carbon lamps and tin shades, he 
joined the Western Electric 
leaving there a few weeks ago to as- 


forces, 


sume his present position. 
% * * 
Features of “Super Service” 


Cord 


Much comment may be heard con- 
Super Service” cord 
and cable manufactured by the Rome 
Wire Co., Rome, N. Y. Complete 
information is now available, 


cerning the new “ 


an ela- 
borate and instructive booklet on the 
subject having just appeared. 
Among the features of this cord, 
none is more important than its rub- 
ber jacket. This jacket is applied in 
two layers, both of 60 per cent high- 
grade selected rubber sheets. Be- 
the two layers is spirally 


wound a series of strong seine twine 


The 


vuleanized in 


cotton cords. 
then 


whole jacket is 
steel 
molds, under tons of pressure, curing, 


straight 


| at just the proper temperature for 


just the right period, making the rub- 
ber tough and dense, yet smooth and 
supple. 

The embedded cords add tensile 
strength, oppose kinking and aid the 








business | 





Improved Xmas Tree Outfit 


No. 80—PROPP—No. 80 
Flexible Practical Up-to-date 
Build Them As You Like 
merece BEST SELLER 














Sse 


¢ Sta ‘ 
PROPP Ne 60- =MAZDA XMAS TREE OUTFIT 


Catalogue sent on request 
showing complete variety of 
Sets, Lamps and other Propp 
Products. 

LIBERAL TRADE DIS- 
COUNT (Thru Your Jobber) 


THEM. PROPP CO., Manufacturers 

524-526-528 Broadway, New York City 

12x18 life size display in 10 
colors by request. 


Szpport the Manufacturer 
with a Jobber Policy 














HEMINGRAY 


STANDARD 
INSULATORS 


a 






















Glass Insulators 


are best 

for 
! Low and Medium 
Voltages, Because of 
their Durability, 
Efficiency, Low Cost 
and Uniformity. 


Correspondence 
Invited 











HEMINGRAY 
GLASS co. 1 ae 
OFFICES FACTORY 


MUNCIE 
IND. 
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“AUTEX” 


EXTENSION 
REEL 






Takes light 

where exten- 

Jan 30, 1917 Cord — locked 
at any desired 

point and re- 

wound auto- 

} matically on 

Y reel when not 

in use Used 

in all places 

where * wanted. 

sion of either 

light or power is required, 
eliminating the inconve- 
nience and danger of loose 


cord extensions. Handled ex- 
. clusively through jobbers. 
+ Let us give you our propo- 
sition. 


Approved by Underwriters 


The Cincinnati Specialty 
Manufacturing Company, 


INCORPORATED 
1915-21 Powers St. 


CINCINNATI, OHIO 















‘Reaches the job 
ready to install 


Sum It Up 


Every salesman knows 
his success is largely in 
proportion to his service. 

You can give real serv- 
ice by saving your cus- 
tomers time on every job 
with P. S. Summed up, 
Pittsburgh Standard 
means quicker, easier 
sales, bigger totals. 


Enameled Metals Co. 


PITTSBURGH, PA. 














naturally tough rubber to resist strip- 


ping. 
sures a water-proof cable, acid re- 


The vulcanizing process in- 


sistant, and on account of its very 
close texture, it is capable of long ex- 
posure to oil and grease, without de- 
terioration. There is no braid on the 
outside of the cord or cable to wear 
off, to dirt, to 


chafe, fray and catch in obstructions. 


collect moisture or 

“Super Service” cords are approved 
by the 
under Type “S” cord. 
* * x 


Benjamin Industrial Lighting 
Equipment 


The Benjamin Electric Mfg. Co., 
Chicago, has prepared a new bulletin 
of 80 pages, No. 52, devoted to in- 
In addi- 


Underwriters’ Laboratories 


dustrial lighting equipment. 
tion to the general catalog material, 
there is an extensive series of illus- 
trations showing the results of correct 
illumination in industrial plants of 
all types. 

There is also a section devoted to 
the philosophy of good illumination 
as an industrial necessity, an essay 
on the requirements of good illumina- 
the 


points to consider, the use of charts, 


tion, a discussion of important 
and a demonstration of making the 


more simple calculations. 
* * * 


Gawler Joins General Radio 
Forces 
who 


Harry C. was until 


October of this vear in charge of sales 


Gawler, 


promotion for the Radio Corporation 
of America, has been appointed sales 
promotion manager for the General 
Radio Co. Mr. re- 
membered by the old timers as far 
back as 1904, when he first started 
with the Naval Communication Serv- 


Gawler will be 


ice, and later with the National Elec- 
tric Signalling Co. In 1912 he was 
appointed U. S. radio inspector for 
the New England district, where he 
remained, except for war service, un- 
til 1920 when he joined the Radio 
He will visit the Gen- 


eral Radio’s distributors and dealers 


Corporation. 


as rapidly as his duties will permit. 
* * * 


Cataloging the “Small Things” 
Catalog No. 15 of the H. H. Eby 
Manufacturing Co., Philadelphia, does 


three things and does them well. 


~ 


First it secures instant attention by its | 


Second, it 


lays down a forceful statement of the 


appearance and quality. 


company’s policy towards customers. 














TUMBLER SWITCH—CARTRIDGE FUSE 


Annovncing FA) 


Standardized T-C Panelboard 


If you need a panelboard with 
switch controlled, cartridge type 
fused branches, the new (@ Type 
T-C Panelboard fulfills all the re- 
quirements of quick delivery, low 
cost, economical installation and 
lifelong satisfaction. 


Completely standardized, from the 
steel cabinet to the smallest screw, 
every panelboard fits exactly, re- 
gardless of lapse of time between 
cabinet and panelboard installa- 
tion. 


Unit construction makes this type 
of € panelboard a factory stock 
proposition. Standardized cabi- 
nets are carried in various parts of 
the country. With @@ _panel- 
boards you not only get the best, 
but you get it quickly, and at low 
cost. 





T-C Unit, Showing Sectional Construction 
Write for bulletins and 
complete information on 


the members of the 
Triumph Panelboard Line. 


Prank Adam 


ELECTRIC COMPANY 


ST. LOUIS 








DISTRICT OFFICES: 


Detroit New York Dallas 
Cincinnati New Orleans Chicaco Kansas City 
Los Angeles Seattle Philadelphia San Francisco 
Denver Indianapolis Pittsburgh 


Minneapolis 
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BRUNT 
ust? PORCELAIN 


Manufactured under 
license from the i Patented 
Porcelain Appliance Feb. 3, 
Corp. : 1920 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 








“CENTRAL” 
Rigid Steel 


| CONDUIT 


The ideal pipe for jobbers—be- 
cause it wears well before and 
after installation; because we 
keep large stocks of Conduit, 
Elbows and Fittings for quick 
delivery. 

A piece of “Central 
Black” wound round 
and round like wire, 
without buckling, flat- 
tening or chipping the 
enamel. The ductility 
and finish are exclu- 
sively “Central.” 
“Central Black” is en- 
ameled; “Central 
White” is galvanized. 
We have recently in- 
troduced new _ proc- 
esses in the manufacture of “Cen- 
tral White” and “Central Black” 
Conduits with the result that the 
finish of these products is now bet- 
ter than ever. By this new process, 
flaking or scaling of finish is elimi- 





: nated. 
“Central White” “Central Black” 
(Galvanized) (Enameled ) 


CENTRAL TUBE CO. 


PITTSBURGH, PA. 














—_——_— 


Third, it demonstrates by its contents 
what makes some of the smaller 
things in the business (this company’s 
product being binding posts) such 
profitable items, namely, workman- 


ship, material and service. 
* * * 


Interesting Figures on Portable 
Electric Drills 

What the map of the United States 

would look like if the states, follow- 

ing the general present contour, were 

laid out according to population in- 

stead of area is shown by a diagram 





Contour of States by Population 


in the P. M. P. catalog recently 
issued by the Black & Decker Mfg. 
Co., Baltimore, Md. The map also 
shows the branch offices and service 
stations of the company. This catalog 
by the way, is unusually complete 
and attractive, showing the com- 
plete line of Black & Decker port- 
able electric tools. In a page on the 
“Industrial Market” the following in- 
teresting statements are made: 

“We recently made a survey among 
7,227 industrials of all kinds and, 
among other things, we asked each 
whether they were using portable 
electric drills. Of the answers re- 
ceived, 81 per cent stated they were 
users of portable electric drills. This 
gives an approximate figure to apply 
to the grand total of 289,768 manu- 
facturers, to get an idea of what the 
industrial market in the United States 
amounts to for the sale of portable 
electric drills. 

“In our survey we also asked each 
concern whether they ordered port- 
able electric drills from their local 
supply house (jobber or dealer) or 
direct from the manufacturer. Thirty- 
three per cent stated they ordered 
from their local supply house (job- 
ber or dealer), 51 per cent said they 
bought direct from the manufacturer 
and 16 per cent said they bought 
from both. 

“Bear in mind that Black & Decker 
sell only through jobbers and their 
dealers; consequently you can afford 
to push Black & Decker products 
without fear of being ‘short-circuited’ 

“One of our jobbers has sold more 


















































Switch - Box 
Support 


PATENTED 









End view of bar show- 
ing slot to _ receive 
lath holder and box 
tongue. 










a Lath holder. Ends slip 
into slots in bar. 


The Kruse! 


A package product in 18 inch lengths 
—_ over 300 jobbers re-order regu: 
arly. 


Soft metal, easily snipped. Lath 
ends enter holder easily without whit- 
tling. Short pieces can be used with- 


out waste. Saves hours of time, both 
yours and your contractor's. 


Mid-West 
Metal Products Co. 


Muncie Indiana 




















y, o- 
SUNGsrowNn.O 


RIGID STEEL 
CONDUIT anv FITTINGS 


The Steelduct Company 


Youngstown, Ohio 











NORTHERN WHITE 
WESTERN RED 
GUSRANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show YouHow 
To CashIn On BELL Poles 


SEND FOR BOOKLET CONTAINING-+ 
VALUABLE 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 











CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 











Wrigley for Quality 


HOOD RIVETED ON 
Wrigley Toggle Bolts 


Made of heavier gauge steel. 

Can be put through smaller holes 
than average toggle bolt. 

First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, Il. 

















This determined looking gentleman is 
probably known to most of the New York 
jobbers. He is W. J. Heacock, of the Na- 
tional Carbon Co. This picture was 
snapped just before he gave one of his 
sales talks. 





than 1,200 Black & Decker portable 
electric drills to one manufacturer in 
the past three years. Some of the 
largest industrials have as many as 





7,000 portable electric drills in their 
shops. 
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John A. Parsons, president of the Stand- 
ard Electric Supply Co., Philadelphia. 
John A. has been jobbing at the old stand 
for many years and is well known in this 
section of the country. 


Dongan Electric Manufacturing Co. 


BELL RINGING & RADIO TRANSFORMERS 
Detroit Mich 














POLES 


PLAIN OR TREATED 


NATIONAL POLE C0. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 
Rialto Bldg., . 


San Francisco, Calif. 

















GENERAL 
PORCELAIN CO. 


Parkersburg 


Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 
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YAGER’S 


Soldering Flux 


Standard for half a century. Keeps 
dry and granular in new style con- 
tainer. Non-corrosive. See that your 
dealer has sufficient stock. 

This is our Semi-Centennial year. 

ASK them to buy YAGER’S SOLDERING 
PASTE. A quick, safe and sure flux. Write 
vour house for prices so you will be prepared 
to quote the trade. We furnish it by MAIL 
in three sizes of the familiar blue and white 
cans: 2 oz., % lb. and 1 Ib. 


ALEX. R. BENSON CO., 
Hudson, N. Y. 


Inc. 








For list of distributors see McRae’s 1923 Blue 
Book, 
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--Resilient 


The word “resilient,” when applied to the Spring Threads, 
with which Peirce Brackets and Insulator Pins are 
equipped, means the elimination of insulator troubles. 


These Spring Threads, while firmly secured against re- 
moval, are free on each end so that an insulator, even one 
with an irregular or poorly formed pin hole, may be easily 
screwed to the proper position and as easily removed. 
Insulator breakage due to temperature changes is also 
eliminated—the resilient spring thread absorbs the ex- 
pansion of the pin or bracket. 


Recommend Peirce Brackets and Peirce Pins to your Cen- 


tral Station trade. They are all equipped with the spiral 
spring thread. 


HUBBARD & COMPANY 


PITTSBURGH $s CHICAGO 
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Eveready Spotlight 
with the 
300-ft. Range 











For that last minute 
Christmas Gift —an 


veready Flashlight 


The ideal gift for your family, and friends. Avoid shopping crowds by get- 
ting Eveready Flashlights at your neighborhood electrical, hardware, drug, 
sporting goods or general stores. 65 cents to $4.50 complete with batteries 








FLASHLIGHTS 


—they last longer 



















Mr. Salesman: — Again the National Carbon Company helps you increase your sales. This advertisement 
appears in attractive colors as a full page in the December 15 issue of The Saturday Evening Post. Such 
advertising cannot fail to give you strong support in inducing your dealers to concentrate on the Eveready Line. 


NATIONAL CARBON COMPANY, Inc. 
New York, N. Y. 
Atlanta) Chicago Cleveland (Kansas City Long Island City San Francisco 

























A thorobred shows his class in the home stretch. Same 
way with Hold-Heet merchandise. This Xmas, when 
dealers are on their toes fighting for volume, notice how 
Hold-Heet appliances step out in front of the field. We 
have been telling you about Hold-Heet as a sales per- 
former—now make it a point to watch us prove it. 


Hold-Heet appliances sell readily all the year round— 
they turn over like a Japanese acrobat in a hurry. But 
at Xmas time they just fly off the dealers shelves. 
You can 


Build Good Will With 





Merchandise 


because (1) every appiiance is first class in every respect, (2) the price is 
fair—not too low so that the dealer cannot make a good profit—not too high 
so that the consumer wont buy, (3) they repeat readily because they make 
good in every day service, (4) they are backed by a Two Years of Satis- 
factory Service Guarantee. As a salesman you know that with such a line-up 
as this you can sell in volume. It’s always easier to swim with the tide of 
the trade than against it. And Hold-Heet merchandise is a proven sales 
accelerator. Thousands of dealers and jobbers salesmen know this by ex- 
perience—ask a few of your friends. They will surely O. K. this statement. 


Tell The Boss 


that you want to make more money in 1924 and selling Hold-Heet appliances will help you do 
it—and incidentally make him increase profits over any competing line. A line from you will 
bring you the ammunition for a bumper 1924. Drop that line NOW! 


) 





Russell Electric Company 


Manufacturers of “Hold-Heet’’ Appliances 


340 W. Huron Street, Chicago 





